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WHY THE MIDLAND MUTUAL 


AGE AND SIZE 
Established in 1905, the Midland Mutual is older than any one of 80% of all life 
companies and has more assets and more ordinary insurance in force than any 


one of 86%. 


CONTRACTS 


Every policy participates in earnings. 


Reserve, without surrender charge, available in cash or loan beginning at end of 
2nd year, except on Modified Whole Life, third year. 


Change to higher premium forms after 5 years may be made by paying difference 
in reserves only, not difference in premiums with 6% compound interest, usually 


charged. 


SERVICE 


Free health examinations. 
All modern forms of policies to fit every life insurance need. 


MORTALITY 


The Midland Mutual has always experienced an unusually low mortality. This 
factor and the Company’s excellent interest earnings have been reflected in large 
dividends to policyholders resulting in low net premiums. 


DIVIDENDS 
Dividends are paid at the end of the Ist year, on annual premiums, during dis- 
ability and on paid-up policy additions. 


Since organization more dollars have been paid to policyholders in dividends than 
the total paid to beneficiaries in death claims. 


COMPARATIVE FIGURES 1934 


Ninety-two per cent of all legal reserve life insurance in United States Companies 
is held by 68 companies, each having more than $100,000,000 in force. The Mid- 
land Mutual is in this group. Below we compare the Midland Mutual’s record 


with the averages of these 68 companies: 
Average 68 
Companies 

Assets per $1,000 insurance in force 

Surplus per $1,000 insurance in force 

Gain, insurance in force, 1934 

Actual to expected mortality, 1934 

Dividends paid policyholders to each $100 in premiums 

collected, 1934 


GROWTH 


Admitted i Life Insurance 
Assets In Force 


$ 171,283 $ 278,100 
1,049,977 297,267 13,254,199 
4,774,337 452,832 40,831,616 

14,678,395 966,305 93,721,490 
22,340,141 1,772,006 101,570,218 


Write the Agency Department for “A Story of Progress.” 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 


+ 


FRIDAY. JULY 26. 1935 















































Se a ro 





Around the world on an 
Equitable life policy 


Nearly everybody hopes “some day” to travel exten- 
sively. But few realize how conveniently this can be 
made possible through life insurance! 

An Equitable policy, for instance, after protecting a 
dependent family for 20 or 30 years, can be used to 
provide a monthly income for life—or a round sum in 
cash for travel, recreation or support during the later 
years of life. 

Read the following quotation from a letter written by 
an Equitable policyholder to one of our agents 

“The thought has occured to me while Mrs. Beldman 
and‘I are enjoying this wonderful Southern Hemisphere 
World Cruise, that it would not be amiss to tell you 
that this trip has been made possible through my life 
insurance. Allow me to thank you, and, through you, 
all of my friends who aided me in developing this life 
insurance program.” 

Let an Equitable agent work out a plan to provide 
this double protection for you. Our Case Method of 
life insurance planning assures you of a program made 
to your individual requirements. 


It’s useful — and it’s free 
A special ENVELOPE PORTFOLIO for filing 
your life insurance. policies and premium 


THE EQUITABLE 


receipts will be sent free on request, to- ' FAIR = JUST 


LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


gether with booklet describing the Equi- 
table Case Method of life insurance plan- 
ning. Fill in coupon below. 







SOCIETY 





{ ; 
The Equitable Life Assurance Societ 

} 393 Seventh Ave., New York City ? 

} Please send me, without cost, one of your Envelo 


MUTUAL — COOPERATIVE. 





i me. without ¢ you pet Mamas. 

—_ oe tp (@) = THE 7S: 
is NATION-WIDE SERVICE 
H ‘ADDRESS 




















The above advertisement is appearing in 
current national publications 


THOMAS I. PARKINSON, President 








THE EQUITABLE 
CASE METHOD 


of | 
LIFE INSURANCE 
PLANNING 


The national advertising 
program of The Equitable 
Life Assurance Society of 
the United States for 1935 
will continue to feature 
the Society’s Case Method 
of Life Insurance Plan- 
ning, emphasizing the 
highly important part the 
trained Equitable agent 
plays in fitting the 
insurance to the exact 
needs of the prospect. 


Tue EourrasBle Lire ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue, New York 


REMEMBER THE DATE ! 
Convention—National Association of Life Underwriters—Des Moines, Sept. 16-20 














THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by_ The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Kgs Bog a eb 5 pineal ro - 
\ si 


per year, 15 cents per . Entered as second ss matter, June 9, 
arch 3, 199, 






1935. $3.00 


Tli., under act 






sion ¢ 
ting 
plans 
ard 
immet 
the so 
gress, 
the E 
clared 
of the 
of the 
of W 
Wit 
cial si 
forms 























LIFE 
A WEERLY NEWSPAPER OF LIFE INSURANCE 


al Underwriter 


INSURANCE EDITION 








Thirty-Ninth Year—No. 30 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, JULY 26, 1935 


$3.00 Per Year, 15 Cents a Copy 





Social Security Is 
Viewed by Graham 





Urges Substitution of Private 
Pension Plans in Bill Before 
Congress 


SPEAKS TO FRATERNALS 


Equitable Life Vice-President Tells of 
Great Development in Industrial 
Pensioning Programs 


NEW YORK, July 25.—The inclu- 
sion of the Clark amendment, permit- 
ting substitution of private pension 
plans equalling the government stand- 
ard of liberality and security, would 
immensely strengthen the philosophy of 
the social security bill now before Con- 
gress, Vice-President W. J. Graham of 
the Equitable Life of New York de- 
clared at the joint annual conference 
of the sovereign camp of the Woodmen 
of the World and the Supreme Forest 
of Woodmen Circle in New York. 

With some such amendment the so- 
cial security bill would supplement all 
forms of security now in the field, Mr. 
Graham said. Without the principle of 
the Clark amendment, the bill becomes 
hot a supplement to industrial pension- 
ing but a substitute to the extent in 
which it would attempt to replace pri- 
vate pension plans no less well secured 
and no less liberal, he said. 

“These pension plans in industry,” said 
Mr. Graham, “represent enlightened sel- 


(CONTINUED ON PAGE 11) 








Net Cost Variations Due to 
Different Surrender Charge 





OLD UNIFORMITY IS GONE 





Possible Need for Greater Restrictions 
Seen Due to Conception of 
Policy as Cure-All 





One of the most significant develop- 
ments of the last six months or so has 
been the wide variation in surrender 
charge bases, where formerly there was 
virtually uniformity in practices. The 
result is a disparity in net costs. 

Some companies have elected to make 
little or no change, running the surren- 
der charge off in five years. Others 
remain unchanged on the basis of wash- 
ing out surrender charge in ten years. 
Still other companies, which formerly 
used the ten-year basis have extended 
the charge over 12 years. Still another 
and very large group of companies, in- 
cluding many of the large easterners, 
have extended the charge through the 
19th year, going to full reserve in the 
20th year. 


Comparisons Not Easy 


The result of this is considerable diffi- 
culty in making comparisons. While 
the companies which charge off the sur- 
render charge in a comparatively short 
period have in this a more popular fea- 
ture, an argument against it is that times 
call for measures making it more diffi- 
cult for a policyholder to withdraw and 
the companies which do not follow the 
more conservative practices may expect 
trouble. On the other hand, there is 
considerable ground for believing that 
such a cash demand as occurred in 1933 
will not be experienced again in the 
near future, that the country is on the 
upgrade and the more extreme meas- 

(CONTINUED ON PAGE 11) 








Ordinary Life Sales for 
Six Months Remain Same 





For the first six months of 1935 ordi- 
nary life sales just equalled the volume 
sold in the same period last year, ac- 
cording to the Sales Research Bureau. 
On every working day the American 
people purchased over $25,000,000 of 
new insurance protection. This does not 
include the enormous sums being in- 
vested in annuities. 

A review of the first six months re- 
veals a downward trend. The year be- 
gan with large increases in January and 
February. In March and April there 
was a slight falling off which increased 
during the past two months, making the 
volume for the six months the same as 
for the same period last year. Although 
the volume for the country as a whole 
remained the same, three sections re- 
corded increases. The south Atlantic 
section and the three states on the Pa- 
cific Coast showed a 4 percent gain. 
New York, New Jersey and Pennsyl- 
vania averaged an increase of 1 percent. 
A comparison by sections is given be- 
low for the first six months of 1935 and 
for the 12 months ending June 30. 


6 eed _ i 12 ee egy 
° 
Section = “1934 Preced, i2 Mos. 

‘oO 
United States. 100 102 
New England ... 100 99 
Middle Atlantic.. 101 104 
East North Cent. 100 101 
West North Cent. 95 96 
South Atlantic... 104 107 
East South Cent. 100 99 
West South Cent. 98 101 
Mountain ....... 97 103 
) i) eae a 104 104 


INDIANAPOLIS GAIN 


Life insurance sales in Indianapolis in 
June showed a gain of more than 20 
percent over May. Figures from 42 
agencies which do about 90 percent of 
the life business, show an ordinary June 

(CONTINUED ON PAGE 4) 





N.W.Mutual Agents 
in 59th Conclave 


Celebrate 18 Consecutive Month’s 
of Increases in Production at 
Milwaukee Meeting 


FURTHER GAINS IN SIGHT 


Divided Sessions Are Held for Rural, 
City and Management Groups— 
Pickford Presides 


Victor Plummer of Rockford, IIl., 
was elected president of the North- 
western Mutual Association of Agents 
at the closing session. Francis Olsen 
of Minneapolis was named vice-pres- 
ident and T. W. Tuttle, Milwaukee, 
was reelected secretary-treasurer. The 
standing committee elected includes 
Fred Tornow, Buffalo, chairman, 
Sam_ Erickson, Mankato, Minn., 
Ralph Emerson, St. Louis, Clyde 
Law, Wheeling, W. Va. and Fred 
Repass, Waterloo, Ia. 


MILWAUKEE, July 25.—When 
President R. H. Pickford, of Cedar 
Rapids, Ia., called the Association of 
Agents of the Northwestern Mutual 
Life to order Monday morning at the 
opening session of the fifty-ninth an- 
nual meeting, there was on hand one 
of the largest and most enthusiastic 
audiences ever assembled in the home 
office auditorium. The field force and 
company officials were in a happy frame 








NEW OFFICERS AT HELM OF COMMISSIONERS’ BODY 














W. A, SULLIVAN, Washington 
New President 


ERNEST PALMER, Illinois 
First Vice-President 











G. A. BOWLES, Virginia 
Second Vice-President 





L. H. PINK, New York 
Chairman Executive Committee 
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of mind, lcoking back over 18 consecu- 
tive months of business improvement. 
A most practical program had been 
carefully prepared, well balanced and di- 
versified, to help the agent attending to 
keep thoroughly abreast of the times in 
effective selling procedure. 

In a brief talk, President Pickford 
greeted the field force and explained 
that “Organizing Your Selling Effort” 
was the theme of this year’s meeting as 
a logical sequel to the theme “Have a 
Track—Follow It,” which last year 
dealt in various ways with all the in- 
gredients of a balanced day’s work 
through planned work and a working 
plan. This year the theme covers the 
sales builder plan of the Northwestern 
Mutual, which includes the whole proc- 
ess of selling and analyzes it. In clinics, 
quizzes and idea exchange hours, Mr. 
Pickford said, successful agents would 
show how they use their exclusive 
Northwestern Mutual selling tools to 
complete each essential step of the sell- 
ing process. 


Cleary Was First Buyer 


Executive officers of the company 
were then presented to the field men 
and women in attendance. In present- 
ing President M. J. Cleary, Mr. Pick- 
ford recalled that when he signed his 
first contract with Northwestern Mutual 
in Madison, Wis., his first application 
was that of the then Wisconsin insur- 
ance commissioner, Mr. Cleary. 

Stating that this was a family party 
and required no formal welcome from 
the company, President Cleary, in an 
informal way, welcomed the agents. 

President Cleary paid tribute and ex- 
pressed personal appreciation to the 
leaders among the agents who had 
qualified for company and association 
honors during the past year, who have 
shown what can be done and who 
should be an inspiration to all other 
agents in their efforts to reach similar 
goals in the future. 

Presentation of company and associa- 
tion leaders was made bv Grant L. Hill, 
director of agencies, without the de- 
tailed presentation of prizes which had 
been done at an early session. In his 
address, “Yes, There Is a Challenge,” 
Mr. Hill reflected the good feeling and 
optimism that prevailed at the opening 
session and paid tribute to the entire 
field force for the splendid sales records 
made. 

“During the past agents’ year,” Mr. 
Hill stated, “the total of new paid for 
business, including annuities, reached 
$249,483,600, an increase of about $31,- 
000,000, or 14.2 percent over the pre- 
vious agents’ year. For the first six 
months of 1935, the volume was $134,- 





895,596, an increase of $11,346,852, or 
(CONTINUED ON PAGE 8) 





Foreclosure Proceedings 
Are Resumed by Companies 








DENVER, COLO., July 25.—When 
United States District Judge Symes of 
Denver gave an order permitting the 
Central States Life of Missouri to ap- 
ply for receivership for a ranch in Weld 
county, Colorado, one of the first steps 
in the field voiding the Frazier-Lemke 
act, recently declared unconstitutional 
by the United States Supreme Court, 
was taken. However, some attorneys 
declare that his decision will not de- 
termine the status of other foreclosure 
proceedings in court here. 

The owner of the ranch had received 
aid under the act, but since this was 
declared unconstitutional there has been 
doubt as to the status of farm mort- 
gages. In this case, the Central States 
asked for an order to dissolve a pre- 
vious order preventing it from foreclos- 
ing the mortgage, which was for $51,- 
000. The trustee in bankruptcy for the 
property will be instructed to turn over 
the property to a receiver to be named 
in the state court. 


With the Frazier-Lemke act definitely 
out of the way, life companies through- 
out the country are proceeding through 
the usual channels to secure title to 
mortgaged property in cases where the 
mortgagor refuses or is unable to carry 
out his contract and will not give any 
assurances as to intention to discharge 
his obligation as soon as possible. Even 
before the Frazier-Lemke act became 
law, most life companies were very 
lenient toward honest, sincere borrow- 
ers. 


Advertising Costs Studied 


A comparative study of advertising 
costs among life companies is being 
made by the Sales Research Bureau and 
the Life Advertisers’ Association. Re- 
sults will be made public at the con- 
vention of the Life Advertisers’ Asso- 
ciation at Swampscott, Mass., Sept. 30- 
Oct. 2, and at the annual meeting of 
the Research Bureau in Chicago, Nov. 
11-13. 

At the recent southern round table 
of the Life Advertisers, the outline of 
a study along these lines was set up, 
and it was decided to ask the Research 
Bureau to collate the material. The re- 
sults will be subdivided and will be 
drawn to show the costs per $100 of 
premium income; per policy in force 
and per $1,000 of insurance in force. 


Roy Fletcher of the Michigan state 
agency of the Ohio State Life has com- 
pleted two years of consecutive weekly 
production. 





New Policy Is Followed in 
Best’s 1935 Publications 





REPORTS ON 55 ARE OMITTED 





Alphabetical Ratings Are Eliminated— 
181 Companies Are Recommended 
and 118 Not Recommended 





Publication last week of the 1935 edi- 
tion of “Best’s. Life Insurance Reports” 
by Alfred M. Best Co., has precipitated 
comment among life insurance men. 
The new book does not apply alpha- 
betical ratings to the companies but 
each company is either recommended or 
not recommended. The language used 
in recommending a company usually is 
“Upon the foregoing analysis of its 
present position we recommend this 
company.” This statement, or any state- 
ment similar to it, is not included in the 
comment on the companies that are not 
recommended, although no statement is 
used conveying the information that the 
company is not recommended. ‘There 
are 181 companies that are recom- 
mended and 118 not recommended or a 
total of 299. 


55 With No Information 


One change is the fact there are 55 
companies whose names are shown in 
their proper alphabetical position, but 
regarding which no data is given. The 
reason for the omission of these 55 
companies is given in an explanatory 
statement in front reading in part; “Al- 
though our analyses and comments are 
based on what we deem the averages 
of the life insurance business, and not 
on arbitrary standards, company man- 
agements, in some instances, maintain 
that they do not accurately reflect the 
condition of their companies, or of some 
of the factors included in their state- 
ments. Some companies, for other 
reasons, or without aSsigning a reason, 
have requested that we omit them from 
our publications. In a very few in- 
stances, we have been unable to procure 
company statements in time for publica- 
tion in this volume. In cases where, for 
any reason, we omit our report upon a 
company, we include its name and ad- 
dress to make the alphabetical list of 
companies complete. 


Many Factors Considered 


“The question of whether or not we 
include in our report recommendation of 
a company necessarily depends upon 
analyses of many factors, and if a com- 
pany not specifically recommended does 

(CONTINUED ON PAGE 6) 





Staniey Elected President 
of A. B. A. Insurance Sectio, 





LIQUIDATIONS ARE TAKEN yp 





Lawyers Fear Federal Insolvency Leg. 
islation Because of Trend to 
State Encroachment 





W. E. Stanley of Wichita, Kan., wa 
elected president of the insurance se. 
tion of the American Bar Associatio, 
at the annual meeting in Los Angele, 
Other new officers are: Vice-chairman, 
J. A. Miller, Des Moines; secretary, , 
C. Spencer, New York. Members of 
the council elected four-year term are: 
J. A. Luhn, Baltimore, jand Eugene 
Quay, Chicago. J. C. Smith, Greens 
boro, N. C., was elected to the unex. 
pired term of H. M. Shell on the coun. 
cil. Boston probably will be selected 
for the next annual meeting. 

C. Spencer, chairman committee 
on qualifications and regulation of in. 
surance companies reported that for two 
years he has studied the question of 
liquidating insolvent companies which 
he considers one of the least satisfac. 
tory aspects of present day state regula 
tion of insurance. Many ways and 
methods by which delinquent cases are 
handled were found inadequate and 
wasteful. 

Last year, he said, the committec in its 
report urged an amendment to the fed- 
eral bankruptcy act to include insur- 
ance companies under the scope of the 
act. Further developments have in- 
dicated that the fear exists that any 
further legislation upon the subject of 
insurance may be an entering wedge 
for legislation encroaching upon the 
power of the state to regulate insur- 
ance. Many insurance men believe an 
amendment to the federal bankruptcy 
act might have this result. 

Mr. Spencer said he felt that condi- 
tions in liquidating insurance con- 
panies present a far more serious threat 
to state supervision than any amend- 
ment to the federal bankruptcy act. The 
council felt the whole subject should be 
studied exhaustively before the section 
was asked to go on record either for of 
against the proposal of the standing 
committee for federal legislation. The 
committee has a difficult task ahead of 
it, Mr. Spencer said. 

Chairman Haymond announced that 
report of the committee on unauthorized 
insurance companies required further 
consideration by council and was not 
ready for presentation. 





| ACTIVE AT NORTHWESTERN MUTUAL LIFE ANNUAL MEET | 








M. J. CLEARY 


President 


GRANT L. HILL 
Director of Agencies 


R. H. PICKFORD 
President Agents Association 


DR. CHARLES E. ALBRIGHT 
Leading Producer 
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Production Honors Awarded 
Agents by N. W. Mutual Life 





ALBRIGHT MAKES INCREASE 





Small Towners Win the Top Places on 
Number of Lives Written—Red 
Bud, Ill, Man Leads 





MILWAUKEE, July 25.—Prelimi- 
nary to opening the first general ses- 
sion at the annual meeting of the As- 
sociation of Agents of the Northwestern 
Mutual Life in the home office here, 
Grant L. Hill, director of agencies, and 
J. J. Hughes, assistant director, greeted 
company and association honor agents 
and presented awards; also holding a 
reception for all agents attending for 
the first time. 

For the 29th consecutive time Dr. C. 
E. Albright, Milwaukee, received the 
special “AA” honor, a gold watch fob, 
for largest volume of paid business, $1,- 
643,000 placed in the Northwestern 
Mutual, This compares with $1,513,000 
in the previous agency year, marking 
an upswing in his production which 
had declined in the last four years from 
the peak in 1929 when he wrote almost 
$4,000,000 in the Northwestern Mutual. 

For the Northwestern Mutual alone, 
he has since he began selling in 1905 
sold $62,595,606, which does not in- 
clude many millions of excess placed in 
other companies. 


Small Towners Win on Lives 


Emmett Cowell, Red Bud, IIL, re- 
ported new business on 224 lives and 
led all agents in number of lives for the 
fourth time, receiving special honors 
and the “XX” prize. This carries with 
it the Marathon Club cup and presi- 
dency of the Marathon Club, composed 
of agents who write new business on 
100 or more lives. 

In Class A, for agents rate $750,000 
or more and who show increase over 
the three year average, no winner quali- 
fed. In Class B, $500,000 to $750,000, 
H, L. Barnett, New York, won top 
honors, Class C, $300,000 to $500,000, 
H. L. Peebles, Pittsburgh, Pa. and 
Charleston, W. Va.; Class D, $200,000 
to $300,000, R. L. Baldwin, Washing- 
ton; Class E, $150,000 to $200,000, A. J. 
Earling, New York. 

Winner in the gold button class was 
H. M. Gibson, Tulsa, with 81.41 percent 
mcrease, and, silver button class, M. G. 
Drane, New York, 215.62 percent gain. 

Honorable mention agents with larg- 
est paid-for business in Group N are 
Herbert Gibson, $515,727, winning the 
gold button honor; Malcolm Drane, 
$500,999, silver button honor, and R. 
U. Redpath, Jr., New York, $374,589, 
bronze button. 





Union Mutual of Iowa Is 
Held on Unlicensed {:sue 


The Union Mutual Life of Iowa lost 
1 both points in the Colorado su- 
Preme court, in a case in which it de- 
nied it was doing business in that state, 
and denied an adjuster settling a loss 
m the state was its agent. The com- 
Pany advertised through a Colorado 
radio station and paid the station 33% 
Percent on all first year premiums writ- 
ten on inquiries forwarded through the 
Station. claim occurred and it was 
referred by the company to the Lake 
ervice Bureau of St. Louis. Goerisch, 
adjuster of the service bureau, went to 
pnver to adjust the claim, but the 
eneficiary Tejected his settlement and 
Tought suit. Service of process was 
fee on Goerischh The company 
ee the summons was ineffective 
nd sought the writ of prohibition to 
brevent trial of the case against it. The 
oe court held that the company 
as doing business in Colorado and that 


Summons wa 
: s roperl served on 
Oerisch., —— 








Northwestern’s 


Financial and 


Investment Progress Given 





MILWAUKEE, WIS., July 25.— 
Continued improvement in business of 
the Northwestern Mutual Life is again 
reeflcted in the report of President M. 
J. Cleary to the board of trustees at the 
annual meeting here. For the last 18 
months the company has shown con- 
secutive increases each month over the 
same month a year previous. 

Total insurance in force as of June 
20 was reported at $3,694,793,391. Total 
assets of the company as of that date 
were $1,042,294,160. Cash on hand and 
in banks was $6,495,498. 

For the first six months new busi- 
ness, including annuities, was $134,895,- 
596, an increase of $11,346,853, or 9.2 
percent, over the first half of the pre- 
vious year. The number of policies was 
36,403, an increase of 2,944, or 8.8 per- 
cent. 

New business, excluding annuities, 
was $128,597,469, an increase of $6,746,- 
535, or 5.5 percent; represented by 
35,146 policies, an increase of 2,081, or 
6.3 percent. Annuity _business shows 
1,257 new policies for $6,298,127, an in- 
crease of 863 policies and $4,600,318 in 
amount. 


Income Increased 9.71 Percent 


Total income for the first six months 
was $103,943,748, an increase of $9,202,- 
164, or 9.71 percent. Disbursements 
were $78,799,042, a decrease of $2,433,- 
066. They included $62,695,381 distrib- 
uted to policyholders, and beneficiaries. 
The excess of income over disburse- 
ments was $25,144,705, which is almost 
double the figure for the first half of 
1934. 

Walter Davidson, president of the 
Harley-Davidson Motor Co., of Mil- 
waukee, was elected a trustee to fill the 





vacancy caused by the death of Fred- 
erick L. Pierce last April. C. Q. 
Chandler, chairman of the board of the 
First National Bank of Wichita, Kans., 
was named to the executive committee 
to succeed Mr. Pierce. F. R. Bacon, of 
Milwaukee, succeeds Mr. Pierce on the 
finance committee. 


Discusses Investment Situation 


Discussing “Our Investment Situa- 
tion” at the general session of the 
Agents Association Tuesday morning, 
Edmund Fitzgerald, vice-president of 
the company, said the money market is 
so glutted with idle funds with the re- 
sult that new investments must be 
made at extraordinarily low rates of in- 
terest. The reasons for this have been 
stressed in practically every newspaper 
and magazine from day to day. “We 
here can see no immediate improvement 
in interest rates, and I think that the 
reason for this is a matter of common 
knowledge. We are, however, of the 
firm opinion that extraordinarily low in- 
terest rates do not last indefinitely and 
we are looking forward to the return 
to more normal interest levels.” 

As of June 30, Northwestern Mutual 
Life had invested in par value of 
bonds $443,506,000, an increase of $55,- 
096,000 from the first of the year. This 
is an all-time high in the amount of 
bonds owned by the company, and that 
section now constitutes 41.77 percent of 
the gross assets. : 

About 50 percent of this year’s in- 
crease is in U. S. government bonds, 
directly or fully guaranteed, which have 
increased $27,000,000, to a peak figure 
of $132,104,225, or 12.6 percent of gross 
assets. 

(CONTINUED ON PAGE 7) 
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Sentinel Stars 


_ The simile of life insurance as a vast unit of democracy 
is strongly seen in the comprehensive diversity of its policy- 
holders. Men and women of every political adherence, of 
every religious faith and sect, of all nationalities repre- 
sented in American citizenship, of every profession, every 
business, and nearly every occupation, the educated and the 
uneducated, are joined, in a single body, in its membership. 


For example, last week one of our representatives de- 
livered a large annuity to a husband and wife whose acts 
and transactions are guided by astrological advice. 
needed information was deferred because their horoscope 
declared that on the chosen day such information should 
not be given. When their horoscope gave a clear date, the 
application was signed, and was followed by contract 


Even “the stars in their courses” sometimes aid the 
life underwriter, and at the same time give a reminder that 
vital faith in an external power is common to all mankind. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


The 


Philadelphia 




















Guardian Life National Ad 


Program Causes Enthusiasm 


SECURE EXCELLENT RESPONSE 





Agents New York 
Largely Devoted to Explaining 
Details of Plan 


Convention in 





NEW YORK, July 25.—Devoting 
virtually all of the final session of its 
three-day 75th anniversary convention 
to discussion of its national advertising 
program, the Guardian Life of New 
York effectively demonstrated how 
such activities can be made to tie in 
with the work of agents and managers. 

Publicity Director J. C. Slattery de- 
scribed the strategy, being determined 


advertising should coincide with the 
company’s peak production months. 
The Guardian’s advertising reaches 


about 14,000,000 readers, it is estimated. 
Many Coupons Returned 


While the company was not especially 
interested in getting coupons, thousands 
have been received, resulting on the 
average in one sale for every eight cou- 
pons. For the “Saturday Evening 
Post” and “Collier's” the average was 
better, one sale for every six coupons. 

J. B. Zabin of the Hanff-Metzger 
agency, through which the Guardian 
places its advertising, went into details 
of operation. Before being run in na- 
tional magazines, the selected medium, 
copy is “pre-tested” by being run in the 
New York Times magazine section to 
see which ads pull the best. This plan 
will be continued. 

Leyendecker, co-manager in 
New York City, told of agent’s enthusi- 
asm over the national advertising, tell- 
ing of two men whose climbing out of a 
slump he credited to the campaign. 

J. A. Tyson, manager at Philadelphia, 
said that agents like the direct selling 
copy used, as it effectively gets across a 
sales idea by tying up with the pros- 
pect’s spending habits. Mr. Tyson said 
it is good strategy to contact prospects 
who are known to be readers of the 
publications in which the company ad- 
vertises and let the prospect be the firs? 
to mention the ad. As to coupons, he 
said that the type obtained is from send- 
ers who have done definite “thinking 
about their problem and want to do 
something about it. 

G. L. Mendes of the Doremus-Havi- 
land agency, New York City, spoke on 
“Controlling Your Market.” 


Stresses Spiritual Side 


F. F. Weidenborner, Jr., superintend- 
ent of agencies brought the convention 
to a close with a talk stressing the spir- 
itual side of the agent’s equipment and 
emphasizing need for a_ philosophy 
which will carry a man through trying 
times when all else fails. 

Superintendent L. H. Pink of the 
New York department, speaking at the 
anniversary banquet, expressed hope the 
federal social security program, while of 
acknowledged desirability, would not 
run counter to the great institution of 
life insurance. 

Other banquet speakers were Presi- 
dent Carl Heye, H. R. Monro, a direc- 
tor; R. A. Trubey, manager Fargo, N. 
D., Charles Morgan, manager home of- 
fice bookkeeping department and a vet- 
eran of 45 years’ service, and F. C. 


Brinkmann, - Jr., outgoing president 
Leaders’ Club. 
Toastmaster. J. A. McLain, vice- 


president, announced the following new 
officers of the Leaders’ Club: President, 
W. C. Ross, Milwaukee; first vice-presi- 
dent, Julius Ejisendrath, New York 
City; second vice-president, J. C. Gregs- 
amer, Chicago; vice-presidents-at-large: 
C. N. Leyendecker, New York City; 
George Hoffman, Chicago; Dudley 
Spain, Columbus, Ga.; N. F. Davis, Jr., 
San Francisco; secretary, F. A. Bachur, 
home office agency department. 

To solve the problem of the “saw- 
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toothed market” in which some lines of 
business are below and other better than 
normal, J. L. Rainey, Indianapolis 
manager, recommended the following 
items of equipment at the general ses- 
sion on the second day: (1) a simple 
routine or plan for seeing new people 
—a “diet” which should be followed 
long enough to become a habit; it 
should not be made too tough but some- 
what better than present scale; (2) an 
effective first-interview technique: plans 
by themselves mean little to today’s 
prospects. The salesman has to put 
them across ‘almost bodily. People are 
closer buyers, more suspicious; (3) a 
definite set of principles regarding call- 
backs, for example, no call-back with- 
out a definite date agreed to by the 
prospect; (4) a plan for doing the day’s 
desk work and routing of calls; (5) a 
definite set of records covering calls and 
their results to see where the trouble is. 


Smith Discusses Life 


Speaking on selling young men, P. L. 
Smith, Atlanta, said the main problem 
is to get the young man to see life’s 
situations with mature wisdom. Mr. 
Smith instead of talking to prospects 
about saving, talks about things that 
cause men to save. Instead of discuss- 
ing life insurance as means to fuller life, 
he discusses life and lets insurance fol- 
low as a corollary. 





“Stay new in the business,” J. M. Ei- 
sendrath, manager in New York City, 
advised. ‘No matter how long a man 
has been in the life insurance business, 
when he feels that he doesn’t need to 
keep adding new names to his prospect 
list, he is beginning to slip. Most of 
your business comes from new names. 
Keep prospect minded at all times.” 

Quoting Robert Louis Stevenson's 
statement that “thinking without action 
weakens the will and withers the soul,” 

E. Bragg, New York City manager, 
stressed need for planned action. The 
difficulty with prospecting, he said, is 
not how to do it but to make oneself 
do it. An agent may well comb his own 
life scientifically for all past contacts, 
many of whom might be good sources 
of business or prospects. 

Other speakers at the Thursday 
morning session were C. T. Ballew, 
Kansas City, and J. C. Gregsamer, Chi- 
cago. 


Davisson Detroit Manager 

R. C. Davisson has been appointed 
Detroit agency manager for the Fed- 
eral Life of Illinois succeeding Walter 
Dean, who has returned to personal 
production, and is being introduced lo- 
cally this week by George Barmore, 
vice-president and superintendent of 
agents. Mr. Dean was appointed man- 
ager in March, 1934, after having been 





connected with the agency three years. 

Mr. Davisson has been in the life 
field for ten years or more, beginning 
as an agent with the Bankers National 
and later becoming a field representa- 
tive for that company. Several years 
later he transferred to the Bankers Re- 
serve Life of Omaha as regional agency 
supervisor for the eastern division, out 
of Pittsburgh. Two years ago, after 
several years with the Omaha com- 
pany, he joined an organization offer- 
ing an accumulation plan somewhat 
similar to life insurance. 

Mr. Barmore and Mr. Davisson are 
conducting a series of agency group 
conferences this week preparing for an 
aggressive campaign for new business. 
Plans call for expansion of the Detroit 
force with outstate agents reporting to 
Detroit. 


Green Omaha General Agent 


J. W. Green has been appointed gen- 
eral agent for the Home Life of New 
York at Omaha, to fill the vacancy left 
by resignation of Conn W. Moose to 
become Nebraska insurance commis- 
sion. Mr. Green has resigned from the 
Provident Mutual in Omaha to take 
the new post. He has been in life in- 
surance work for 11 years, entirely with 
the Provident Mutual, being one of the 
company’s leading producers. 




















JV. ot J opsies 


You will remember that Topsy, in Uncle Tom’s Cabin, stated she was 


not born,—"she just growed”. 


We believe that too often Life Insurance has relied on that same 


process in the creation of General Agents. 


We do not believe, however, that General Agents just grow. We 


believe they must be made. 


Why we believe this and our own definite procedure for the making 
of future General Agents for this Company is set forth in a booklet, 
“The Making of a General Agent”, printed primarily for the information 
of those members of our own organization who are interested in future 


agency work. 


If you should like to see a copy we should be delighted to send it 


upon request. 


ADDRESS C. C. FULTON, JR., AGENCY VICE PRESIDENT 


HOME LIFE INSURANCE COMPANY « 256 BROADWAY » NEW YORK 
Ethelbert Ide Low, 
Chairman of the Board 


James A. Fulton 


President 











Millionaire for Decade 
to Address C. L. U. Meet 


—, 








——, 





W. N. HILLER 


Walter N. Hiller, millionaire producer 
of the Stumes & Loeb general agency 
of the Penn Mutual in Chicago, will be 
one of the two speakers at the annual 
dinner of the National chapter of the 
C. L. U. to be held at Des Moines, 
Sept. 18, during the annual convention 
of the National Association of Life 
Underwriters. His subject will be 
“Prospecting from the C. L. U. View: 
point.” Mr. Hiller is considered one oi 
the best prospectors in the business. He 
has been connected with the Penn Mt 
tual for ten years, formerly having been 
for 14 years in the manufacturing bus: 
ness with a nationally advertised line a 
secretary and factory manager. He has 
averaged over $1,300,000 for the last 10 
years except in the depression year, 
1933, when he fell to $950,000. Early 
this year he paid for one of the ver 
few $1,000,000 cases that have been de 
veloped during the depression, and his 
paid production to date is $1,400,000. 

Mr. Hiller is a director of the Ne 
tional C. L. U. chapter and past pres: 
dent of the Chicago chapter, having rt 
ceived the designation in 1931. He has 
addressed several annual conventions 0 
the Penn Mutual’s agents and was 
chairman of one of the convention s¢s 
sions last year. 

Mr. Hiller in the last six years has 
paid for $7,150,000, his record yeat 
being 1929, when his total was $1,800; 
000. His paid production in succeeding 
years was: 1930, $1,300,000; 1931, $l, 
100,000; 1932, $1,000,000; 1933, $950,000 
and 1934, $1,000,000. 











Ordinary Life Sales for 


Six Months Remain Same 


(CONTINUED FROM PAGE 1) 


total of $4,965,718. It is believed that 
industrial insurance policies sold wou 
bring the total for June to more than 
$5,000,000. In the first six months 
14,641 persons have bought $27,463,0# 
ordinary. 





DETROIT SALES AHEAD 


DETROIT, July 25.—Life insuran¢ 
paid for in Detroit during the first half 
of 1935 showed an increase of 5.7 p& 
cent, according to H. B. Thompso 
secretary-counsel Associated Life Gt 
eral Agents & Managers. These fs 
ures are based on reports from 20 com 
panies writing approximately 45 percel! 
of the total volume. Paid volume * 
new business reported for the % 


months is $48,065,239 as compared wil 
$45,442,787 a year ago. The June told 
was $6,652,737, a decrease of 9.6 Pt 
cent. 
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New Policy Is Followed in 
Best’s 1935 Publications 


(CONTINUED FROM PAGE 2) 


not agree with our formulae and their 
application by us, it obviously will dis- 
agree with an omission or recommenda- 
tion based thereon. We therefore de- 
termined not to publish any portion of a 
company’s report to which it. objected. 
If a company objected to the entire re- 
port, it has been omitted. If a company 
approved our statistical tables but ob- 
jected to other. portions, we have pub- 
lished only the portion approved by the 
company and have omitted all to which 
exception was taken. Because of the 
many reasons for which reports or parts 
thereof may have been omitted from 
this volume, no inference whatever 
should be drawn from such omission. 
Subscribers entitled thereto will, as 
heretofore, be furnished upon request 
with confidential information concern- 
ing any company where necessary to 
supplement the information appearing 
herein.” 





Omissions from Certain States 


A complete list of the 55 companies 
omitted from this year’s report reveals 
the fact that eight have their home of- 
fice in Kansas, eight in Maryland, six 





in Texas and six in Oklahoma. It will 
be recalled that in both Kansas and 
Texas bills were introduced at the last 
session of the legislature providing that 
raters of life companies be licensed. 
The fight against alphabetical ratings 
or any arbitrary rating of life companies 
has been particularly hot in both Kan- 
sas and Texas. 

H. K. Lindsley, president of the 
American Life Convention, which or- 
ganization has been in more or less dis- 
agreement with the Alfred M. Best 
Company for over a year regarding the 
question of rating, is the president of a 
Kansas company, the Farmers & Bank- 
ers Life of Wichita. Incidentally, no 
detailed information appeared in the 
new Best book regarding the Farmers 
& Bankers, nor is there any data in the 
new book relating to the Southland Life 
of Dallas which for some time has had 
a grievance against the Best organiza- 
tion because of what it believes to be 
an unfair rating. 


American National Included 


A surprise to life company officials in 
the west and particularly the southwest 
is that this year Best’s book contains 
complete information regarding the 
American National of Galveston, whose 
data has not appeared in the issues of 
Best’s book published during the past 
four or five years, issues that contained 





full data, whether complimentary or 
not, regarding all legal reserve life com- 
panies. The eight companies in Mary- 
land whose information is not included 
are nearly all small and with little insur- 
ance in force. Four Michigan companies 
are omitted as to complete treatment 
and also four companies in Illinois, four 
in Missouri and four in Indiana. 

Among the 55 companies omitted are 
a number that are of real importance, at 
least in a local sense. 

In the 1934 book there were 169 com- 
panies that were given no rating. This 
compares with the 118 companies in 
this year’s book that are not recom- 
mended, plus the 55 companies whose 
data is not shown, or a total of 173. In 
last year’s book 102 companies were 
given an A rating; 25—B-+; 37—B; 26— 
C+; and 14—C. 

Typical Comment Cited 


A statement which frequently occurs 
in the comment upon the unrecom- 
mended companies is one something like 
this “Seven percent of the assets are 
collateral loan and four percent are com- 
mon stock which in significant propor- 
tions we do not consider a good invest- 
ment for a life insurance company.” 
Practically all of the companies holding 
such assets and in whose financial re- 
view a statement similar to the one just 
quoted appears, are not recommended. 





your record is right— 


Interested? 





Want to “Go Places”—? 
and Do Things” 


If you have an ambition to have a General Agency of your own — we offer — if 


§ A Liberal General Agency Contract— 

§ A Financing Plan for the Agency— 

§ A Plan for Financing your men— 

§ Unique Sales Helps— 

§ A Policy for every purpose— 
juvenile, women, group, wholesale, etc. 

§ A tested Organized Selling Plan 

§ A detailed plan for finding—training men 

§ A unique supervisory system 

§ Accounting methods for your office that tell you just 
where you're heading 

§ An understanding, cooperative, sympathetic Home Office 

§ An old, substantial, Mutual Company—over 50 years— 
Not too big to know you— 
Big enough to command respect anywhere 


Then ask for our FACTS booklet! 





Harold J. Cummings, Vice President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Further interesting statements cop. 
tained in the front of the book in the 
explanation of its change from the gj. 
phabetical rating to the recommended 
cr unrecommended plan are “These gl. 
phabetical ratings were generally ap. 
proved by a very large percentage of 
our subscribers but, because of repre. 
sentations made to us by life insurance 
company executives, many of them con. 
nected with companies to which our 
highest rating was assigned, that the 
ratings were, in some instances, un- 
fairly used to the detriment of com. 
panies assigned a recommended rating, 
although not the highest, we are discon. 
tinuing the use of alphabetical ratings 
in Best’s Life Insurance Reports and in 
Best’s Life Charts. 


Factual Information Given 


“Where, in our opinion, companies 
meet the standards we have adopted 
fairly and without prejudice, in the an- 
alysis of their present financial condi- 
tion and operating results, our reports 
appearing herein include our recom- 
mendation. Differences in positions of 
companies falling within this group and 
of all other companies reported upon 
are indicated by the factual information 
presented as well as by our comment, 

“In determining whether or not a 
company should receive our specific 
recommendation, there must necessarily 
be a line of demarcation and companies 
falling below that line have not been 
so recommended. Obviously, the omis- 
sion of specific recommendation may be 
due to any number of conditions, such 
as low investment yield, unusually high 
percentages of mortgages or bonds in 
default, lack of diversification of invest- 
ments, high expenses, or other factors. 
In some instances these conditions may 
be temporary and eventually may be so 
wnproved, by capable management, as to 
warrant the recommendation above re- 
ferred to. We shall endeavor through 
our bulletin service to keep our sub- 
scribers informed of such _ develop- 
ments.” 


Mutual Life of Baltimore 


Becomes Monumental Life 





The name of the Mutual Life of Bal- 
timore has been changed to Monumental 
Life. This is one of the old, established 
industrial companies. It was chartered 
in 1858 and incorporated in 1870. The 
company changed from a mutual to a 
stock basis in 1928. It is felt that the 
new name will fit in better with the 
company’s plan of operation and will 
also avoid confusion with the large 
number of companies having the word 
‘mutual’ incorporated in their names. 

The Monumental Life has been ag- 
gressively developing its agency plant 
and plans to enter several additional 
states soon. As of Dec. 31, 1934, the 
company had $185,306,254 insurance im 
force, including $145,910,940 industrial, 
making a $20,998,553 increase over the 
preceding year. 


Schriver People Back Patterson 


The Peoria boosters of Lester 0. 
Schriver of that city for president © 
the National Association of Life U2- 
derwriters have now officially welcomed 
A. E. Patterson of Chicago as a run- 
ning mate. The Peoria association has 
recommended Mr. Patterson to tt 
nominating committee for vice-pres! 
dent. Previously the Chicago backers 
of Mr. Patterson announced their 
dorsement of ‘Mr. Schriver for pres 
dent. 


Funeral services for Joseph Hafner, 
associate general agent in Denver 10 
the Penn Mutual and a resident of Den 
ver for 35 years, were held Wednesday 
afternoon. Mr. Hafner died of pnet 
monia. He was 50 years old and had 
been with the Penn Mutual 25 years. 
He was born in Ohio and went 10 
Denver in 1900 and was employed ™ 
various capacities by insurance come 
nies until he joined the Penn Mutual. 
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Chicago General Agent 
Wins Unique Distinction 
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H. G. SWANSON 
General Agent New England Mutual, 
Chicago 


President George Willard Smith of 
the New England Mutual made a spe- 
cial trip to Chicago this week to pay 
honors to General Agent H. G. Swan- 
son and his staff as result of the Swan- 
son agency leading the country in June, 
policyholders’ month, in a “Beat Your 
Best”? campaign. Ranking was on the 
basis of percentage of quota. The agen- 
cies were divided in three groups, the 
Swanson agency being among 70 in 
group 1. Mr. Swanson’s agents pro- 
duced 150.5 percent of quota, with 
$750,000 paid business, including annui- 
ties, in June. This was $128,975 gain 
over June, 1934. Paid production for 
the half year was $3,500,000, including 
annuities, or about $500,000 increase. 
The six months’ figure represents 56.3 
percent of the year’s quota. 

The St. Louis agency had 140.4 per- 
cent in June; Indianapolis 116.8, Fow- 
ler agency of Chicago 113, Minneap- 
dls 106, Philadelphia 105, Thurman 
agency of Chicago 105, Curtis agency 
of Boston 104. The Swanson agency 
record is unusual since the office is only 
four years old and Mr. Swanson started 
from scratch. He has built an aggres- 
ve agency organization. 

The record was celebrated at a din- 
ner, President Smith presiding and tell- 
ing the agents of the company’s results 
for the half year. A $25,000,000 in- 
Crease in force was especially noted. 


Northwestern Financial and 
Investment Progress Given 





(CONTINUED FROM PAGE 3) 


United States, state, county and munici- 
pal bonds, expressed in par values, now 
exceed $85,204,000, an increase of $20,- 
500,000 since Jan, 1, and approximately 
$32,000,000 greater than a year ago. 
The changes in the price level of 
these bonds is most interesting, for the 
average yield basis for the bonds of 20 
arge cities in July, 1933, was 5.09 per- 
cent. The yield was reduced to 4.01 
Percent by a year ago, and now the 
average yield is 3.31 percent. “Our 
Present book profit on earlier purchases 
S a tribute to the bond department 
judgment in recommending their pur- 
chase,” said Mr. Fitzgerald. 
: ailroad bonds are practically un- 
Changed in par value of holdings as 
;ompared to the first of the year. Pub- 
lc utility investments, expressed in par 





value, were $29,347,000, an increase of 
about $7,000,000 over the first of the 
year, 

In the last six years, since assets of 
most businesses began to decline, the 
amortized value of bonds owned by 
Northwestern Mutual has_ increased 
from $296,000,000 to $427,000, an in- 
crease of $131,000,000. Whereas at the 
end of 1929 the amortized value of its 
bonds was 33 percent of admitted as- 
sets, they now approximate 40 percent. 


Mortgage Investments Scarce 


Investments in mortgages constituted 
44.62 percent of admitted assets at the 
end of 1929. This percentage has been 
reduced to below 30 percent as of June 
30, 1935. The real reason for the 
change has been the lack of availability 
of outlets for new funds in the mort- 
gage field, and in the activity of the 
federal government in refinancing. 

A study of the company’s experience 
in the refinancing of farm loans since 
July 1, 1933, reveals that some 7,321 
have been refinanced, totalling $46,642,- 
162. In about 5 percent of the cases it 
discounted a small portion of the prin- 
cipal to make the plan effective. The 
gross amount of these principal adjust- 
ments was $225,500, or less than one- 
half of 1 percent of the total refinanc- 
ing. 


Another interesting figure for the 





first six months this year is that the 
net increase of farms owned is 137 
against 361 a year ago. The company 
has closed during the last six months 
398 sales of farms in whole or in part, 
with a total sales price of $3,039,841. In 
the same period last year it sold 149 
farms, or less than half of this year’s 
record. Farm sales for the first six 
months reveal a profit of $383,088 over 
the asset value at which they were car- 
ried. As most farms are sold in fall, 
a large volume of sales in that period 
is expected this year. 


Experimenting With Dwellings 


In the city loan field there is little 
change in outstanding volume of loans. 
Conditions in the city field are greatly 
improved over one and two years ago. 

he company has been able to obtain 
some highly desirable new mortgages, 
but these new commitments have been 
offset by other borrowers repaying 
their loans. There is as yet no great 
new building activity, which limits the 
demand for funds in this field, An in- 
teresting development of the past six 
months is that the city loan department 
has been giving thought to lending 
money upon residences and duplexes. 
For the time being it is limiting the ac- 
tivities to a few areas. 

“After four or five years of unprece- 





Fear Amendment to Social 
Security Measure Will Fail 





WASHINGTON, D. C., July 25— 
The fate of the Clark amendment to the 
social security bill, which would permit 
private plans to continue as substitutes 
for compulsory government plans if of 
the government standard of liberality 
and security, was due to be decided this 
week at a meeting of the conference 
committee of the two houses of Con- 
gress. 

The meeting had been put off in 
order to permit the return of Sen- 
ator Clark, author of the amendment. 
who came here by plane. Because of 
the extremely adverse vote in the house. 
about seven to one, and opposition of 
the administration, it is feared the 
amendment will be abandoned in final 
draft. 








dented upheaval in the economic struc- 
ture of this country, the company 
emerges stronger than ever and ready 
to take the full benefit of any recovery. 
We have taken adjustments in our 
strides. Our surplus today stands with- 
in $6,000,000 of an all-time high with 
investments intact.” 































CONTINENTAL ASSURANCE COMPANY 
prides itself on being an agent’s company 


No company can be truly a policyholder’s 
company until it is a good company for an 
agent to represent. It must select its agents 
carefully, train them thoroughly and make 
it possible for them to earn a reasonable 
competence. This has always been the objec- 
tive of our Agency Department. 
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Continental Assurance Company 


Chicago, Illinois 
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THESE ILLUSTRATIONS summarize 
policy benefits and make it easy for 
the prospect to understand them. 





New EncLanp Mutua 
Life Insurance Company of soston 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies, 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 
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9.2 percent of the first half of 1934. For 
the month of June, the first month of 
the new agents’ year, paid for business 
reached $20,381,737, a gain of 4 percent 
over last June. For the first 26 days 
of July approved business was already 
25 percent ahead of the same period 
last year. 

“The Northwestern Mutual is coming 
back rapidly and has shown consecutive 
monthly increases for the past year and 
a half. Much credit is due to public 
acceptance of the national advertising 
campaign and coordinated sales promo- 
tion work carried on. The field force is 
operating more efficiently and _ intelli- 
gently with the sales aid available for 
all agents and the results show that 
good use has been made of these tested 
aids and selling tools. 


On Way to New Records 


“The life insurance business is well 
on its way to new high records, un- 
dented by the depression and in full 
stride of recovery. Times are definitely 
better and the opportunity for selling 
life insurance is increasingly improved.” 

Luncheon business meetings were 
held Monday noon by the Special and 
Soliciting Agents’ Association and the 
District Agents’ Association at the 
Hotel Pfister, and the Supervisors’ As- 
sociation at the University Club. 

The afternoon session was devoted to 
sales clinics, in which groups of several 
hundred were assigned to rooms and a 
flying squadron of a presenter and two 
speakers each and with an assigned sub- 
ject each, visited each meeting. Selling 
life insurance for cash, thrift, income 
and retirement needs were the four sub- 
jects discussed in the clinics. 


Eckert Afternoon Chairman 


Charles R. Eckert, general agent at 
Columbus, O., was chairman of the 
Monday afternoon program. Agents in 
groups of 200 were escorted to smaller 
rooms where sub-chairmen presented 
the subjects and teams of two speakers 
each who told of their methods of sell- 
ing life insurance for thrift, retirement, 
cash and income needs. 

Bert B. Boyd, production manager 
and special agent at Kansas City, Mo., 
was presenter at the clinic on “Selling 
Life Insurance for Cash Needs.” Speak- 
ers on this subject were Leonard 
Moran, Superior, Wis., and Kenneth M. 
Snyder, Omaha, Neb. 

Thrift needs’ clinic had as presenter 

A. Carroll, general agent at Osh- 
kosh, Wis., with Henry L. Maltenfort, 
Chicago, and Roger L. Baldwin, Wash- 
ington, D. C., as speakers. 

The team on income needs had A. J. 
Earling, special agent at New York 
City, as presenter, speakers being E. R. 
Young, Jackson, Mich. and Horace 
Foster, Pittsburgh, Pa. 

Victor Plummer, district agent at 
Rockford, Ill, presented retirement 
needs, with L. G. Kohl, St. Louis, Mo., 
and W. D. McLain, Springfield, II1., 
as speakers. 


Divided Sessions Tuesday 


One of the most practical features of 
the Northwestern Mutual agents’ meet- 
ings in recent years has been the divided 
sessions for city, rural and management 
groups. This permits frank discussions 
of problems confronting agents in the 
various groups which ordinarily would 
not be of as much interest to a general 
meeting of mixed agents, many of 
whom are not confronted with problems 
and sales methods and ideas of concern 
to certain producers who work under 
different conditions. 

At each group meeting during Tues- 
day afternoon, William Ray Chapman, 
assistant director of agencies in charge 
of sales promotion, presented the new 
Wonder Spots of America booklet and 
the campaign suggested for its use. This 
book made its bow to the field in July 
and is featured for the first time in 
Northwestern Mutual national adver- 








tisements this month, featuring “Where 
You Can Enjoy Life On $100 a Month’ 
It has aroused intense interest every. 
where and the remarkable success 0 
the Wonder Spots of America as a ng. 
tional advertising theme has led to the 
development of a new and _ powerfy 
selling help for Northwestern Mutual 
agents. 

Fred N. Tornow, of Buffalo, N. Y, 
was chairman of the city group of the 
divided sessions. “Business Insurance’ 
was discussed by Andrew B. Dyzert, o 
Minneapolis. In the rural session Roy 
I. Clendenin, of Louisville, chairman, 
presented Clarence D. Diller, cf Vay 
Wert, Ohio, who told about his work 
with the “Rural Campaign” and Russell 
D. Buss, Centerville, Ia., who talked on 
“Selling the One Man business.” |) 
the management session, Victor ( 
Plummer, vf Rockford, Ill., chairman, 
had as his speakers Urban H. Poin. 
dexter, assistant director of agencies, 
discussing the “Induction of Ney 
Agents,’ and Lawrence J. Evans 
agency assistant, who spoke on “Leai- 
ers of Men.” 


Broadcast 20 Selected Approaches 


One of the main surprises of the 
Northwestern Mutual convention this 
year was the presentation in the form 
of radio broadcasts from a special 
broadcasting studio through loud speak- 
ers of the idea exchange hours. 

William Ray Chapman, assistant d- 
rector of agencies, acted as chief engi- 
neer of Radio Station NMAA, broad- 
casting the Northwestern Mutual 
Agents Association idea exchange hour. 
A fully equipped radio broadcasting 
booth, with glass front, tastily deco- 
rated, equipped with lights, table, chairs, 
equipment for electrical transcription, 
reproduction of the agents’ theme song, 
“Tl See You Again,’ chimes and a 
microphone, was moved to the front of 
the stage in the auditorium for this fea- 
ture presentation. Mr. Chapmaia intro- 
duced T. Westley Tuttle of Milwaukee, 
who acted as announcer and chairman 
to introduce the various participating 
producers to tell their story. 

Producers of the Northwestern Mut 
tual Life who qualified for the $500,000 
Club held a breakfast round-table Tues- 
day morning, with Fred N. Tornow, ol 
Buffalo, N. Y., as chairman. 

Charles S. Beck, of Toledo, chairman 
of the standing committee of the ass0- 
ciation, presided at the general session 
Tuesday morning. Glenn B. Dorr, New 
York City, special agent, was the first 
speaker among field representatives to 
address the general session, his subject 
being “Locating the Door Behind 
Which There Is a Prospect.” 

The first session of the Idea Ex 
change Hour, devoted to “Approaches 
followed, in charge of W. R. Chapmat, 
assistant director of agencies, al 
Chester W. Albright, Indianapolis, sp 
cial agent. 

Chartered life underwriters of the 
Northwestern Mutual held their lunch 
eon at the University Club at 100, 
while the Marathon Club had luncheon 
in the officers’ dining room at the home 
office. : 

Victor C. Plummer, vice-president 
the association, presided at the Tuesday 
afternoon session. Preceding a bus: 
ness meeting of the Association ol 
Agents, Percy H. Evans, vice-president 
and actuary of the company, spoke ‘h 
“What Every Man Wants—Or the sa 
Century Mystery.” Mr. Evans my 
that “What every man wants today “ 
social security and you life insurant 
agents are selling nothing else but 
cial security. You are faced today py 
the best market you ever had and as 
climb out of depression it will be a 
biggest market you ever had, bee 
the depression years have educated 7 
public as to the security and service © 
life insurance. Let no man stall Ne 
off with talk about inflation because Oe 
kind of inflation we are going to 4 to 
is the kind that is always considere 
be prosperity.” , 

Ae ea pe de of the address. 
Mr. Evans, the agents ware divide aol 
city, rural and management groups 
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Of Prime 


Importance 


From infancy to sunset days—incomes 
are of prime importance. Wealth is never 
a necessity—not always an ambition—but 
there is always the need for a continuous 


INCOME. 
It is of prime importance... 


To the young married couple 
To the growing family 

For the education of children 
To the grown family 

To the retired couple 

To every one at every age. 


FIVE GREAT HAZARDS con- 
stantly threaten the all important income: 


Sickness, Accident, Financial Difficulty, 
Old Age and Death. 


B. M. A. Life, Annuity, Accident and 
Health contracts protect the income against 
these ubiquitous hazards. 


Thousands of B. M. A. policyowners 
are disabled annually. They are not de- 
pendent upon friends or relatives—B. M. A. 
continues their incomes. 


Many policyowners take the last long 
journey—from which they do not return— 
B. M. A. continues the income to their 
families. 


B. M. A. incomes at retirement age 
make sunset days the happiest of all. 


Incomes are Continued 
“All Ways” 
by 


Business Mien’s 


Assurance Company 
KANSAS CITY, MO. 


W. T. GRANT, President 















































Seashore... mountains... motoring 


this year DANIEL STARK goes along 


Roses and Drums, for three years one of the most suc- 
cessful dramatic programs on the air, will continue all 
through the summer of 1935 on NBC’s basic blue net- 
work. That’s a year’s total of 52 thrilling broadcasts 
of the Civil War . . . 52 interesting and instructive talks 
by Daniel Stark about the benefits of the Multiple 


Protection Plan. 


And all this time full pages in the Saturday Evening 
Post and Time Magazine will keep right on giving 
fathers complete details of the plan that enables them 
to leave their families money every month—no matter 
what happens. 

Union Central field men say that this steady cultiva- 
tion of the market through advertising has been a real 


factor in their increased earnings this year. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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During the First Half 
of 1935 


COLUMBIAN NATIONAL FIELDMEN 


% Beat every corresponding month 
of 1934— 


% Increased total life insurance in 
force— 


% Produced a new life premium total 
greater than that of entire 


year of 1934— 


% Raised new accident business 35% 
over first six months of 1934. 


OLUMBIAN NaTIONAL 
LIFE INSURANCE COMPANY 


A NEW ENGLAND INSTITUTION 






HOME OFFICE 
BOSTON + MASSACHUSETTS 











& NEW JERSEY NEW YORE e 


INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 














*‘A Good Company To Represent 
e PENNSYLVANIA Represent a Good Company’ connecticut e 
THE UNITED STATES LIFE !Xsveance 


Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 


Good territory for personal producers, under direct contract 














HOME OFFICE: 156 Fifth Avenue, New York City 
Life men who write automobile or fire 


TAKE BOT insurance, as well as life, should read 


The National Underwriter (Fire, Automobile and Casualty section, $4 a year), as 
well as the Life Insurance Edition. on one subscription, a year. 
SEND ORDER NOW TO A-194 INSURANCE EXCHANGE, CHICAGO. 











individual meetings were held in smaller 
rooms. 
Entertainment for Ladies _ 

In addition to the luncheon and enter- 
tainment given by the company for 
ladies attending the convention, Monday 
noon at the Milwauke Country Club 
with Mrs. M. J. Cleary as hostess, and 
wives of company and association offi- 
cers as assisting hostesses; and Tuesday 
noon at the Wisconsin Club, with Mrs. 
Grant L. Hill as hostess, assisted by 
wives of assistant directors of agencies, 
there was a women’s program Tuesday 
afternoon. Mrs. B. J. Stumm, of 
Aurora, Ill, was chairman of the pro- 
gram. Speakers were Mrs. E. H. Ruh- 
sam, of Albert Lea, Minn., taking on 
“Doing Our Part;” Mrs. E. E. Cantrall, 
of Springfield, Ill., “Our Newcomers’ 
Club,” and Dr. E. W. Wenstand, as- 
sistant medical director of Northwestern 
Mutual, who discussed “Safety First.’ 

Tuesday evening the company gave 
its annual banquet to the agents and 
their ladies. The association garden 
party and dinner dance was held Mon- 
day evening. Joseph Gallagher, super- 
intendent of claims, was toastmaster at 
the company banquet, the principal 
speaker at which was Maj. Norman AI- 
lan Imrie, associate editor of the Co- 
lumbus, O., Dispatch. The title of his 
subject was “Victory by Surprise.” 

Charles S. Beck, was chairman of the 
final session of the annual meeting Wed- 
nesday morning. The program included 
an “Echo from the $500,000 Club 
Round-Table,” and the second idea ex- 
change hour, devoted to “closes.” Fol- 
lowing came the balloting for officers 
and members of the standing committee. 
A discussion of “The Sales Builder,” 
one of the company’s agency helps, was 
given by Henry W. Shedd, special agent 
in Chicago. 

Closing the program was the usual in- 
spirational address by President Cleary. 

Wednesday afternoon the _ general 
agents, district agents and supervisors 
associations held luncheon conferences 
and business meetings. 


Pacific Mutual Stockholders 
Ratify Reduction of Capital 


LOS ANGELES, July 25.—Pacific 
Mutual Life stockholders approved re- 
duction of par value of outstanding 
common capital stock from $10 a share 
to $1, reducing stated capital from $5,- 
082,000 to $508,200. The $4,573,800 thus 
released will be credited to surplus, 
President G. I. Cochran stating the pur- 
pose was to provide against future 
losses that may arise in connection with 
certain non-cancellable income accident 
and health business written prior to 
1926 and which developed abnormal 
claim experience in the depression. He 
stated investments are in sound condi- 
tion, June 30 the company owning over 
$50,000,000 book value of bonds, on 
which market value was slightly in ex- 
cess of book value. The collateral loan 
department has been fully reserved 
against, and due to increase in market 
value of certain collateral, the company 
has strong equity in reserves of this de- 
partment. Other investments are sat- 
isfactory, for the first six months the 
company showing better than average in 
increased assets. There was increase in 
business volume in all departments. 


Baldwin Back on Job 


Friends of Percy V. Baldwin, assist- 
ant secretary of the Travelers, will be 
glad to hear that he is back at work 
and apparently on the road to complete 
recovery. Mr. Baldwin, who was once 
manager of the Boston office of the 
Travelers, and who in 1913 was a mem- 
ber of the executive council of the Na- 
tional Association of Life Underwriters, 
is at the home office. This spring he 
was in Florida for several months se- 
verely ill, with complications which 
threatened his eyesight. A month ago 
he returned to Hartford and is at the 
office almost every day. His eyes have 











improved a great deal, and he is grad- 





To prospects who demani 
guaranteed results, who wish 
to know the exact premium 
for each year, the exact pait. 
up value of a policy at an 
date and its exact worth in 
cash or income at retirement 
age we offer the 


COMMONWEALTH 
COUPON POLICY 


This combines a well rounded 
insurance program in one pol 
icy which fills the above r 
quirements on the guaranteed 
dividend basis. 


In addition to the protection 
afforded the beneficiary it 
guarantees to the policy 
holder the amount of every 
premium, guarantees the 
number of premiums to be 
paid and guarantees the ag 
when the policy will matur 
and become payable. 


Commonwealth Life agent 
are enthusiastic in_ theif 
praise of our COUPON 
POLICY — further evidence 
that this company, whoe 
agents work under that 
usual and highly successful 
plan of Commonwealth Cor 
dial Cooperation, leads i 
giving an agent every pt 
sible help to insure perm 
nent success—as well as 1 
giving policyholders the very 
best in Life Insurance. 


Further information regard: 
ing this successful policy 
be given gladly to any agetl 


L Smith Homans, Vice-President 


COMMONWEALTS 
LIFE INSURANCE C0: 











ually getting back his strength. 


LOUISVILLE. KY 
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Social Security Is 
Viewed by Graham 


(CONTINUED FROM PAGE 1) 


fishness, if you please, where employer 
and employe work together to provide 
old age security just as they work to- 
gether to provide other group insurance 
benefits that protect the pay envelope 
today in the form of death benefits and 
indemnity against loss of time brought 
about by sickness and accidents. It was 
brought out in the hearings on the bill 
before the Senate finance committee 
that more than 600 companies have pen- 
sion plans in operation, of which at least 
390 have reserves irrevocably set aside 
with life insurance companies or other 
trustees. 
Rapid Growth of Plans 


“Three hundred thousand employes 
are contributing with their employers 
to provide old age incomes under these 
reserve plans. More important than the 
large number of workers now satisfac- 
torily covered by contractual pension 
plans is the rapid growth of these plans 
in industry, which the security act is 
likely to halt unless private plans are 
exempted. Should the security act not 
stand up under the test of constitution- 
ality it will thus unnecessarily and 
tragically have interrupted old age se- 
curity for untold thousands of worthy 
workers. Reviewing the reasoning in 
the legislative debates that deleted from 
the bill government entry into the in- 
dividual annuity business or which 
brought about the restoration of what 
might be called private unemployment 
insurance plans as against the national 
pool system, it is difficult for me to 
understand the unwillingness to accept 
the principles of the Clark amendment.” 

Paid production of the Woodmen of 
the World amounted to more than $61,- 
000,000 in the first six months of 1935, 
President De E. Bradshaw revealed in 
his biennial report. Of this figure, 
$21,900,000 was produced during Presi- 
dent's Month in March and $18,938,250 
in the 21-day Founders’ Campaign 
which ended June 6, commemorating 
the forty-fifth anniversary of the order. 





Georgians Form State Body 
ATLANTA, July 25.—The Georgia 
Association of Life Underwriters has 
been organized in this state. M. Oliver 
Nix, who is president of the Atlanta 
Life Underwriters Association, recently 
called representatives of the five local 
Organizations in the state to Atlanta, 
and the state association was formally 
organized, with the Atlanta, Augusta, 
Columbus, Macon and Savannah asso- 
Cations as members. The following of- 
ficers were elected: Charles E. Stevens, 
Connecticut Mutual, Macon, president; 
E.C. Danforth, Augusta, E. E. Waller, 
Savannah, Karl Tohmpson, Columbus, 
and M. Oliver Nix, Atlanta, vice-presi- 
dents; W. E, Pendleton, Macon, sec- 
Tetary, 


Receiver’s Report Attacked 


DENVER, July 25.—The attorney 
for the American Life of Denver, in a 
federal court hearing on the report of 
ha temporary receiver, attacked the in- 
ormation that the company is insolv- 
re He questioned the valuations of 
—_ and introduced an engineer who 
testified that the downtown office build- 
ig bought by the firm is valued at 
$575,000. The receiver’s report held 
all company’s equity in the building 
ubject to a $275,000 mortgage to be 
Worth $325,000, 
p - agaciaan actuary who investigated 
l€ request of the Wyoming com- 
Mssioner testified he found reserves 
Mpaired $128,000. 
ther wee Symes set Aug. 5 for a fur- 
offer faring and requested all parties to 
Sieve one The court will either 
ale ve or reject the report of the re- 
.ver and after that it will be decided 
€ case will be sent back to insur- 






if th 


an we 
cas Commissioner or a permanent re- 
ver appointed. 













Net Cost Variations Due to 
Different Surrender Charges 





(CONTINUED FROM PAGE 1) 


ures are unnecessary and would result 
only in increased sales resistance for 
agents. The men in the field are ex- 
periencing sufficient difficulties without 
their prospects being furnished addi- 
tional reasons not to buy. 

Many of the smaller western compa- 
nies have not yet followed the lead of 
the easterners in raising non-participat- 
ing life rates. One reason is the vast 
amount of calculation required com- 
pletely to revise the rate book, but an- 
other, it is said, is that many companies 
are jockeying for a competitive advan- 
tage. They hope to stimulate production 
by holding off their rate increases until 
their competitors have gone up. This 
applies not only to premium rates, but 
also increase in surrender charges. 


Believe Delay Unwise 


There are some company actuaries 
who believe the smaller western compa- 
nies are not wise to wait so long on 
their increases; that since the larger 
companies found it necessary to make 
the change six months ago, the smaller 
companies cannot well afford to delay 
the boost any longer. 

Ona actuary believes life insurance 
for the last ten years has been sold at 
too low rates. While it is true the pub- 
lic for some time believed the rates were 
high and there was too much “profit,” 
this was largely based on the pure pro- 
tection theory. The public has a better 
conception of the investment features of 
life insurance. In fact, this actuary says 
it has too good a conception of the in- 
vestment side. Much of the demand has 
been for contracts with a larger pro- 
portion of the investment element, which 
is a trend disquieting to company offi- 
cials who would like to get pretty well 
out of the banking business. 


Policy as Cure-all 


The “life insurance as an investment” 
theme which for many years was so 
hard to sell the public appears now to 
be thoroughly sold and represents one 
of the companies’ greatest problems. 
Far from being looked on purely as pro- 
tection against death as in the old days, 
according to the actuary mentioned, life 
insurance is now very widely looked 
upon as the cure-all for all financial and 
economic problems, not only of the in- 
dividual but of business. He sees in 
this a dangerous tendency. The com- 
panies may have to erect certain bar- 
riers to prevent the use of life insurance 
far over and beyond its proper functions. 

An instance is the possibility of un- 
sound development in the line of cover- 
ing against inheritance taxes. The na- 
tional administration has committed titself 
to a firm policy of taxing heavily estates 
as well as incomes in an effort to redis- 
tribute the wealth of the country. The 
inheritance tax bill proposed by Secre- 
tary of the Treasury Henry Morgenthau 
runs up to 70 percent tax on an estate 
of $100,000,000. It is acknowledged 
that such a tax would be 100 percent 
confiscatory, since in liquidating over 
a short period to meet such tax no part 
of the estate could be salvaged. To 
meet this situation undoubtedly rich 
men will secure life insurance for in- 
heritance tax purposes in large volume. 

If the life companies issue such in- 
surance freely, it is pointed out, they 
may be in effect, if not in fact, commit- 
ting illegal acts, for they would be serv- 
ing to perpetuate large estates contrary 
to the intent of the law. Aside from 
this factor, there is the very pertinent 
question as to whether such large values 
properly could be insured. In any 
event, agents who specialize in this field 
undoubtedly will meet great difficulty 
in placing the large lines, due to the 
sharp underwriting restrictions, espe- 
cially as to volume on a single life, which 
have been put in force by life companies 
in the last few years. Nevertheless, it 
is a field the sales possibilities of which 
should not be overlooked. 








. 2. Meaning 





Vacation With Profit 


That’s what the 1935 Convention of the 
National Association of Life Under- 
writers, to be held in Des Moines the 
week of September 16th, offers you. 


Combine the Education, Inspiration and 
Entertainment of the Convention 
program with a vacation trip to Iowa, the 
garden spot of the great Mississippi 
Valley. 


Plan Now to 


Be In Des Moines 
the week of Sept. 16th 


EQUITABLE LIFE 


- ~ INSURANCE COMPANY — 


OF [OWA 
DES MOINES 


FOUNDED 1867 


[$21.912,300.00 


Of New Business Was Written 
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which was conducted during the month of March. A new W. O. W. 
production record for a single month. 


WOODMEN OF THE WORLD 


LIFE INSURANCE ASSOCIATION 
Home Office—Insurance Building 
17th and Farnam Sts. Omaha, Nebraska 
Established 1890. Assets More than $119,000,000.00 
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our fieldmen in the second annual “President's Month” campaign | 
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How to Get Circulation 


THE famous LecG case, in which C. A. 
Lecc of New York City was convicted 
of twisting, only to have the conviction 
reversed by a higher court, is the subject 
of another article by Mort and E. A. GIL- 
BERT in the current “NATION.” The 
Messrs, GILBERT recently stirred things 
up by coming out vehemently in favor of 
twisting, accusing the companies of low 
tactics in trying to stop it. 

The present article is more along the 
same line. Mr. Lecc appears to have been 
a ministering angel. The companies and 
the agents who fought were conspirators 
against the real interests of the policy- 
holders. The new and tighter anti-twisting 
law is denounced as an item in this con- 
spiracy against the policyholder. 


Keeping Closer to Shore 


ALL companies are taking a more con- 
servative position as to annuities or in- 
vestment forms, of policies where large 
sums are poured into the coffers for in- 
vestment. Life companies learned a 
hard lesson when there was a terrific 
barrage of applications for loans and 
surrender values a few years ago. They 
did not appreciate the fact that an eco- 
nomic condition would arise where such 
an inordinate demand would be made 
upon them for cash. Their investments 
had largely been in long term securi- 
ties and there was no need for a heavy 
bank balance. 

They now realize that they must not 
create a condition where a similar de- 
mand might cause even greater havoc. 
Therefore they appreciate the impor- 


Chance As a Success Element 


Many people in their daily efforts are in- 
clined to place too much reliance on 
mere luck. They feel that chance plays 
a big part in what happens to individ- 
uals. Undoubtedly there is an element 
of chance in every career. There are 
opportunities that have passed by to 
which no response was made. When 
one, however, seeks to reach a certain 
goal it is incumbent on him to keep his 
eye ahead on the coveted treasure. 


By giving erroneous implications to re- 
ports of the trial and statements of the 
court, the GILBERTSs have managed to 
make out a case which sounds fairly plaus- 
ible to anyone who knows nothing about 
life insurance. It is obvious that the 
GILBERT’s ‘and the “NATION” either know 
nothing or care nothing about the twist- 
ing situation and the need for some sort 
of control over it. But the “NAaTIon” 
for this week will undoubtedly be bought 
in large numbers by (1) enraged life 
insurance men who do not mind becoming 
still more enraged—or having a good 
laugh; and (2) all up and coming twisters 
who want a good canvassing document to 
show their victims, to the satisfaction 
of the circulation department. 


tance of spreading out their liability, so 
to speak, and not concentrating too 
much, The investment problem at home 
offices is still a serious one. Therefore 
officials are not anxious to have sold 
those forms of contract that bring in 
large sums of money, which as a gen- 
eral rule mean that big amounts can be 
withdrawn at a particular time. They 
are perfectly willing to write annuities 
provided payments are to be prolonged 
and maturities will not come at a spe- 
cial time involving one payment. There- 
fore officials are far more selective an- 
nuity-wise than they have been. Com- 
panies that have been very strong for 
annuities are not attempting to strangle 
production entirely but to direct it into 
legitimate annuity channels. 


Chance is pretty much eliminated in 
seeking this desired end. Success does 
not depend so much on mere luck or 
some fleeting contingency. Success 
comes through well determined, well 
thought out effort and that effort should 
be continued. 


“IT is a fine thing to have ability, but 
the ability to discover ability in others 


PERSONAL SIDE OF BUSINESS 








Miss Mary Nagle, who has been with 
the Georgia department for many years 
and is in charge of licenses and col- 
lections, attended the insurance com- 
missioners’ meeting at Seattle. 

A. N. Mitchell, vice-presideut and 
general manager of the Canada Life has 
completed 20 years with that company. 
He joined the Canada Life as assistant 
superintendent of agencies in 1915, in 
1924 was made superintendent, and two 
years later assistant general manager. 
In 1930, on the death of T. G. McCon- 
key, he was appointed general manager, 
and the same year became a director. 
He was made vice-president in 1935. 

J. D. Williamson, assistant actuary of 
the Canada Life, has completed 25 
years in its service. In 1922 he went 
to England to take charge of actuarial 
work in the British Isles division. Since 
his return to the home office in 1924, he 
has held the position of assistant ac- 
tuary. 

E, J. Harvey, superintendent of agen- 
cies North American Life of Toronto, 
has the unique record of making a 
hole-in-one on two occasions just 11 
days apart, both on the short eighth 
hole of the Weston Golf & Country 
Club, Toronto. The first was a clean 
pitch into the cup; on the second occa- 
sion, the ball trickled across the green 
into the cup. Both plays were well 
witnessed and attested in records of the 
club. 

M. A. Carroll, of Cameron & Carroll, 
general agents at Oshkosh, Wis., for 
the Northwestern Mutual Life and a 
veteran Wisconsin golfer, was honored 
by the Northeastern Wisconsin Golf 
Association when reelected secretary of 
the*association for the 23rd consecutive 
year. Mr. Carroll is also president of 
the Oshkosh Country Club. 


W. L. Talbot, president of the Fidel- 
ity Mutual Life of Philadelphia, is on a 
vacation trip in Europe. 


C. C. Luce, branch manager for the 
Retail Credit Company of Peoria, IIl., 
is spending considerable time in the 
field these days, visiting agents. 


While visiting his son in Grand Rap- 
ids, Mich., Charles D. Sharrow, founder 
and for 26 years president and general 
manager of the New Era Life, died 
unexpectedly. Mr. Sharrow, since retir- 
ing from active connection with the as- 
sociation 10 years ago, has been resid- 
ing in California. The association’s 
founder saw the organization grow un- 
til it reached a membership of approxi- 
mately 45,000, practically all confined 
to Michigan. 

Fred Deichmann, Kansas City, Mo., 
millionaire producer for the A. M. Em- 
bry agency of the Equitable of New 
York, has gone to Wisconsin where he 
will be until October. He will then go 
to Arizona. He has been in ill health 
the past year, and will rest another year 
before taking up active duties again. 
His family is with him. 


Harry F. Chapin, 57, Spokane, Wash., 
general agent of the Aetna Life, suf- 
fered a stroke at Hayden Lake and died 
en route to Spokane. 


Lee J. Wolfe, well known insurance 
consultant and ‘independent actuary of 
New York, and Mrs. Wolfe announce 
the marriage of their daughter, Jane 
Baird Wolfe, to Richard F. Cummings 
of New York. 


Edmund Fitzgerald, vice-president 
Northwestern Mutual Life, has been 
elected chairman of the new board of 
trustees to govern the merged Lake 
School for Girls and the Milwaukee- 





is the true test.” 
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board membership also includes sever 
other persons well known in the jp 
surance world, including Mrs. Willian 
D. Van Dyke, Jr., wife of a trustee o 














Downer Seminary of Milwaukee. The 


Northwestern Mutual, as vice-chair. I 
man; Gifford T. Vermillion, manager 
Mutual Life of New York, as treas. 
urer; and Haskell Noyes, hee president 
of the Leedom-O’Connor & Noyes (Co, Ant 
general insurance agency, as a boarj[mm officia 
member. Colun 
— Brow! 
C. L. Ayres, president of the Amerie retirin 
ican Life of Detroit, leaves this week {me tinuow 
for a ten-day stay in Texas. He wile Philip 
confer with Governor Moody on bug. fi also ! 
ness matters and will inspect his acre. fie time | 
age in that state. N. 
— presid 
E. Forrest Mitchell, former insurance fim vice-P 
commissioner of California, and now as fe Rudd 
sociated with his son Bernon as general fi tuary, 
agent ot the General American Life a A 
San Francisco, accompanied by Mrs fe Presic 
Mitchell, has left for a three month; (Me A. A. 
pleasure’ trip to Europe, going east via K. H 
the Panama Canal. manas 
rae Howa 
A memorial service for the late W.1. comm 
Gage, dean of Detroit life underwriters, know1 
who died last February, was held last Ad 
Sunday at St. James Episcopal Church declar 
on Grosse Isle. A wooden plaque a tote 
commemorating his many services to year. 
the church, which he attended during stantic 
most of his 92 years, was dedicated, 
Mr. Gage was Michigan’s oldest I- Mut 
censed life underwriter and was fora 
number of years general agent for the l 
Northwestern Mutual in Detroit. He 
was one of the early presidents of the Th 
Life Underwriters Association, prede 5 
cessor of the Qualified Life Underwrit =, 
ers. Life, 
‘ aa ; the 1: 
C. M. Miller, Jr., manager of the b 
bond department of the Atlantic Life, pen 
is the new city tennis champion of 3 
Richmond. Presic 
Robert A. Jaeger, , 16, agent of the Old vice-p 
Line Life of America for a quarter of tary, 
a century, died in Milwaukee following Utter. 
a heart attack. Mr. Jaeger joined the of the 
company as one of its first soliciting 
agents shortly after it began business the ty 
in 1910, and was to have received one a real 
of the five 25- -year gold service medals f 
which were presented at the silver jubi- or 2 
lee dinner. torney 
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JAMES H. JOHNSON be pa 
, liens 
James H. Johnson, the new insurant € Ww. 
commissioner of Mississippi, 15 4 . Prior 
known local insurance agent, at Oo ay 
dale and is a prominent citizen 0 wa Kn 
state. He is filling the unexpired  taahe-~ 
of the late George D. Riley a fot pr: 
nounces he will not be a can rom of th 
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NEWS OF THE COMPANIES 
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¥ he Columbian National Changes 
Willian ? a 

Trustee oar W. H. Brown and P. M. Childs Retire— 

ice-chair. N. M. Hughes Is Advanced— 
manager Ruddock Becomes Actuary 

as treas 

— Announcement is made of important 
a board official changes in the head office of the 


Columbian National Life. William H. 
Brown, vice-president and secretary, is 
1e Amer faim retiring after more than 30 years con- 
his weekfmm tinuous service with the company. 
He wile Philip M. Childs, assistant secretary, is 
on bysi fe also retiring in order to devote more 
his acre {Mee time to his other business connections. 
N. M. Hughes, who has been vice- 
president and actuary, now becomes 
insurance Me vice-president and secretary. John Y. 
now as. fe Ruddock, who has been assistant ac- 
$ genera [me tuary, now becomes actuary. 
1 Life at A special committee consisting of 
by Mrs President F. P. Sears, Vice-president 
month: fee A. A. McFall, Mr. Hughes and John 
east via K. Howard, a director, will direct the 
management of the company. Mr. 
Howard is a member of the executive 
te W.T, committee of the company and is a well 
rwriters, known lawyer. 
reld last A dividend of $2 per share has been 
Church declared payable Aug. 1. This makes 
plaque a total of $4 that has been paid this 
vices to year. New business has gained sub- 
| during stantially. 








edicated, 

dest  & Mutual Benefit Concerns 

ioe Unite to Form Union Life 
oit. 

pet The Union Mutual Benefit and Bea- 
deswit con Mutual Benefit of Chicago have 


been consolidated under the title Union 
Life, and chartered and licensed under 
the 1927 Illinois assessment act. This 
becomes effective July 29, following 30 
days’ notice to members. Officers of 
the two associations who continue are: 
President and treasurer, J. J. Miller; 
vice-president, Frank McCarthy; secre- 
tary, T. H. Fuller, and directors, A. J. 
Utter, Chicago, and Si DeVardas. All 
of these were the original organizers of 
the two concerns. Mr. Miller has been 
areal estate and general insurance man 
tor 20 years. Mr. McCarthy is an at- 
torney. Mr. Fuller has been in real 
estate and insurance for 15 years in 
Michigan and an insurance broker in 
Chicago; Mr. DeVardas has been in 
general insurance for 10 years. 

The Union Life, Mr. Miller stated, 
has qualified under the act, securing 500 
paid policyholders. New contracts will 
€ issued in the Union Life to replace 
those of assenting members. Members 
who assent also will receive participa- 
tion in assets of the two concerns in 
the form of advance premium payments. 
Dissenting members will receive cash 
Tepresenting their participation in the 
assets after payment of death claims to 
date. The Union Mutual Benefit has 
been operating three years and the Bea- 
con five years, they having approxi- 
mately 6,000 and 1,000 members, re- 
spectively. They operate only in IIli- 
hols, which for a time will be the sole 
lield of the Union Life. 


Provisions of Reinsurance Bid 


PR Proposal of the Life Insurance 
hae of America, formerly the 
“smerican Insurance Union, Inc., to re- 
prc? the Federal Union Life of Cin- 
in Cateeemitted to the federal court 
P een last week, provides that 
pe. a claims occurring prior to and 
he ne effective date. of reinsurance will 
aid in full within 60 days. Policy 
“ gb Premium paying policies will 
po Wh aived on death claims occurring 
lor to Dec. 31, 1950. After 1950, the 
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es With eal of the lien will be deducted, 
oa Ke accrued interest. A tentative 50 
a p _ lien is imposed if the proposal 

ceepted, to be diminished or in- 


re for creased depe 


nding upon the condition 


praisal. As stated in THE NATIONAL 
UNDERWRITER last week, there is a five 
year moratorium on policy loans and 
cash surrenders. 

A letter accompanying the reinsur- 
ance proposal signed by C. S. Younger, 
president and general counsel of the 
Life Insurance Company of America, 
states his company conferred with Ohio 
department officials last August with 
the view of taking over the Federal 
Union, but because officials of the lat- 
ter company were hopeful of securing 
an RFC loan or finding a solution to 
the company’s difficulties, nothing fur- 
ther was done at the time. The Fed- 
eral Union later applied to the RFC to 
purchase $400,000 capital notes. 


New England Mutual Gains 


The New England Mutual Life’s in- 
surance in force increased $25,000,000 
the first six months, compared with a 
gain of $17,500,000 last year and a de- 
crease of $16,500,000 in 1933. The in- 
surance in force July 1 was $1,306,000,- 
000 

Premiums on new life insurance were 
$4,763,000 compared with $3,461,000 last 
year and $2,412,000 in 1933. Total re- 
ceipts from all sources were $42,087,000 
and total disbursements $23,729,000, 
leaving a balance of $18,357,000 to be 
added to assets. Ledger assets July 1 
were $318,428,000. The mortaliiy ex- 
perience of 52.8 percent was more fav- 
orable than in any similar period since 
1927. 





Country Life in Big Increase 


The Country Life which has been 
operated for six and a half years by 
General Manager L. A. Williams, re- 
ports 35 percent increase in business for 
the six months, now having $75,000,000 
insurance in force. The goal of $100,- 
000,000 at the end of 1935 has been set. 
The increase was accomplished: in face 
of a very large increase of 90 percent 
made in 1934. 

The company writes only in Illinois 
and its work is done largely through 
farm organizations with which it is in- 
timately affiliated. Mr. Williams is an 
aggressive leader in constant personal 
touch with the various business pro- 
ducing units throughout the state. Illi- 
nois being a great agricultural state, 
and with much improved conditions 
among farmers, Mr. Williams antici- 
pates an even larger increase by the 
end of the year. 


Veatch With — Company 


E. M. Veatch, formerly assistant 
medical director of the old Southern 
States Life of Atlanta, has been ap- 
pointed assistant secretary of the South- 
ern Life, which is being organized in 
Atlanta. For the past four years he 
has been located in Louisville. 





Central Promotes Two 


The Central Life of Des Moines has 
appointed Ben Taylor supervisor of 
agencies and H. W. Birdsall, head of 
the policy department. Mr. Taylor has 
been in the life insurance business for 
15 years. Prior to his appointment he 
was supervisor of agencies in the Iowa, 
Minnesota and North Dakota district. 
Mr. Birdsall has been with the company 
since 1926. His residence is at An- 
keny, Ia. 


Loan Repayments Increase 


Since 1933 the repayments to the Se- 
curity Mutual Life of Nebraska of pol- 
icy loans has steadily increased. In 1934 
the payments were more than double 
those for 1933, and during the first four 
months of 1935 an: increase of 10 per- 
cent over the same period in 1934 1s 
noted. E. B. Stephenson, chairman of 
the board, says that these show that 
earnings and wages are increasing, and 






Do You Want to Grow? 


(If so, this should interest you.) 
WE HAVE: 


Ample Resources 
Ratio of Assets to Liabilities 121.94%. 


Tools in Our Kit 


A complete set of up-to-date policy contracts for men, 
women and children. 
Exceptionally low premium rates showing low net costs. 


A Complete Development 
Plan 


A complete plan for Agency development built and 
directed by experienced fieldmen. 


A New General Agent’s 
Contract 


that is unusually interesting. 


We Are Hard to Please 


If you have a better than average record and are am- 
bitious to build a successful General Agency with a 
purely mutual Company, we offer you an opportunity 
to sell yourself to us. 


Direct your letter to 
A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 


LIFE COMPANY 
OMAHA, NEB. 


ORGANIZED 1901 





B axo SECURITY fy 


Licensed in Twenty-five States and the District of Columbia 


i ee ee 
NEW 


EW interest basis, new rates, new rate book, 

new policies—and a number of new and 

effective working plans went into the hands of 

Fidelity’s field on June 1. New conditions have 
been met with new selling tools. 


Sharper Tools 

These changes offer men in the Fidelity field not 
only new tools with which to meet modern condi- 
tions, but sharper ones as well—Income for Life, 
Family Income, Family Maintenance and an 
Adjustment Plan which fits today’s economic pic- 
ture particularly well. 

Write for information on Fidelity contracts. 


ix IDELITY MUTUAL LIFE 








INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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“Tonight In The South” 


Always A “Best Bet” 
In Radio Programs 


WAPI 
SUNDAYS 


9:00 P. M. 
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~ Lt INSURANCE ©. 
BIRMINGHAM, ALABAMA. 
S. F. Clabaugh, President 





























MUTUAL TRUST 


LIFE INSURANCE 


“aS FAITH nngown FAITHFUL 






=, COMPANY 


A MUTUAL FULL LEVEL PREMIUM RESERVE 
COMPANY WRITING PARTICIPATING IN- 
SURANCE ONLY AND AT ALL AGES (MALE 
AND FEMALE) FROM BIRTH TO AGE 65. 


More than 30% of the Company's insurance in 
force is in the six New England States, and more 
than 40% of its new business now comes from 


Eastern territory. 





Operates in the following nineteen States: 


Maine New Jersey 
New Hampshire Ohio 
Vermont Michigan 
Massachusetts Wisconsin 
Rhode Island Illinois 
Connecticut lowa 
Oregon 


Nebraska 
Minnesota 
North Dakota 
South Dakota 
California 
Washington 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 

















the safety and stability of life insurance 
as an investment as well as in the sta- 
bility of present incomes. 





Higdon on Agency Trip 

KANSAS CITY, MO., July 25.—J. 
P. Higdon, vice-president Business 
Men’s Assurance in charge of sales, has 
gone to the Pacific Coast to hold meet- 
ings at San Francisco, Aug. 2-3; Seattle, 
Aug. 9-10; Salt Lake City, Aug. 19-20, 
and Denver, Aug. 23-24. Mr. Higdon 
will then go on to Troutsdale-in-the- 
Pines, Col., where the company’s all- 
star sales convention is being held Aug. 
28-30. 





In Force Shows Increase 


The Bankers Life of Nebraska an- 
nounces that for the first time since 
1931, business of the company shows a 
gain of insurance in force. May showed 
a gain in this line of nearly $500,000 
and June and July are showing similar 
results. 


Company Title Abbreviated 

The official title of the Provident Life 
& Accident of Chattanooga has been 
abbreviated by amendment to the char- 
ter so that it is now officially the Provi- 
dent Life & Accident Insurance Com- 
pany, the “of Chattanooga, Tenn.,” be- 
ing sloughed off. The amendment also 
provides for retirement of $50,000, 8 
percent preferred stock to be reissued 
to holders of other stock of the com- 
pany. 





No Change for Postal 
KANSAS CITY, MO., Jilly 25.— 
Those involved in the litigation involv- 
ing the will of Riddelle Gregory, late 
president of the Postal Life & Casu- 





alty of Kansas City, have agreed t 
permit present executives to handle the 
company’s business until the suit is set. 
tled. Agreement also was reached thy 
there shall be no election of officers g 
change in company personnel. 


Report Liabilities Exceed Asset; 

SEATTLE, WASH., July 25.—A; 
crued liabilities of the Public Servic. 
Life, Health & Accident of Seattle ey. 
ceeded its admitted assets by $20,794 
according to an examination made by 
the Washington insurance department 
The examination covers operation of the 
company from inception until Dec. 31 
1934, fiscally, and in other facts up to 
March 30. 








Kansas City Life Outing 


The annual picnic and outing of the 
home office employes of the Kansas 
City Life was held at Quivira Lake 
Following bathing and golf in the after. 
noon, a picnic dinner was held on the 
grounds, and there was dancing in the 
evening. About 300 attended. 





Bentley Succeeds Lovett 


Wilson Lovett has resigned as vice. 
president and treasurer of the Supreme 
Liberty Life of Chicago, the Negro 
company. He is succeeded by A. P. 
Bentley, who has heretofore had the 
title of agency officer. Mr. Lovett had 
been connected with the company since 
1926. 





Guaranty Income Expands 


The Guaranty Income Life of Baton 
Rouge, La., has been licensed in Mis- 
sissippi. District agents are being se- 
lected by R. B. Garmire, agency diree- 
tor, who recently toured the state. 








LIFE AGENCY CHANGES 





Makes Three Smaller Fields 


American Life of Detroit Subdivides the 
Southwestern Portion of Its 
Home State 








. J. Treanor, executive vice-presi- 
dent of the American Life, Detroit, has 
made several changes in the set-up of 
the Michigan field. The Grand Rapids 
territory, which has included virtually 
all of southwestern Michigan, has been 
split into three districts so that this 
area may be covered more intensively. 

Fred M. Smith, former general agent 
for the company in Ithaca, has been ap- 
pointed agency manager of the Grand 
Rapids offiee, handling the central and 
western portions of the old territory. 
C. E. Pett, who has been general agent 
in Niles, becomes agency manager in 
the new Kalamazoo office, covering the 
southern part of the territory, and J. R. 
LaClear, who as a partner. of the firm 
of LaClear & Potter has represented 
the Aetna Life in Mt. Pleasant, has 
been appointed general agent for the 
American Life in that city covering the 
northeastern portion of the old terri- 
tory. 


Jennings and MacEwan Are 
Named Managers by Sun 





The Sun Life has appointed two 
managers, R. A. Jennings at Seattle, 
succeeding the late J. A. Macfayden, 
and N. S. MacEwan, in charge at At- 
lanta. Mr. Jennings has been in charge 
of the Yakima branch since 1929. In 
his new post he also will have super- 
vision over a part of his former terri- 
tory. He has had many years’ life in- 
surance experience, going with the 
Sun due to merger of the Western 
Union Life in 1928. Mr. MacEwan was 
a former agency assistant at Baltimore 
for the Sun and in the past was a sales- 
man of the National City Company, 





New York. He has a good record it 
personal production and agency orgamr 
zation in Baltimore. 


A. C. Scholl Relinquishes 
Chicago Managerial Duties 








A. C. Scholl of Chicago announces 
that he is relinquishing managerial 
duties and is retiring as general agent 
in Chicago for the Fidelity Mutual Life 
In June of this year Mr. Scholl com- 
pleted 35 years in the service of the 
company. He desires now to take lie 
easier and so will engage exclusively in 
personal production. : 

In 1934 Mr. Scholl joined forces with 
James H. Brennan and they operated 
as the Scholl & Brennan general 
agency. Mr. Scholl brought Mr. Bret- 
nan into the business about 11 yeafs 
ago and Mr. Scholl will continue in the 
Brennan agency. 

Mr. Scholl started as a clerk in the 
agency department of the head office 0 
the company and then went into the 
field with the rate book in Philadelphia 
and in Phoenixville, Pa. In 1907 he 
went to Chicago as cashier and became 
assistant manager of the agency ™ 
1920. A year later he was taken to the 
head office as assistant to the managt 
of agencies and in 1924 returned to Chr 
cago as manager there. Last year ht 
formed his connection with Mr. Bret 
nan. 


F. D. Charles to Minneapolis 


The Old Line Life of America, Mit 
waukee, has appointed Fred D. Charles 
general agent in Minneapolis. M« 
Charles has had wide experience in bott 
sales and agency work. He was 4 
viously assistant manager of the Mi 
waukee office of the Travelers. 


Lowes with Law’s Agency _ 
W. P. Lowes has joined the ~~ 
agency of Cincinnati as manager of the 
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The Columbus Mutual | 
OFFERS | 


Firs-—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 











PLAY 
A WINNING HAND 








With a complete line of policies. 
® Life 

* Juvenile 

® Accident and Health 


plus an attractive Agency contract. Write 


Fe ae 


/hsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 











| LIFE * ACCIDENT we HEALTH 








AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 





@ An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ohio, Missouri, Kansas, Oklahoma and Texas. 

















Insurance In Force— 
Nearly $600,000,000 


In common with all progressive life insurance companies 
The Great-West Life has grown tremendously during the 
forty-three years of its existence. In the United States 
and Canada there are nearly a quarter-million Great- 
West Life policies in force, for a total of nearly $600,- 
000,000. 

This expansion has been brought about by the expert 
service Great-West representatives have always been 
able to offer the insuring public, by the universally- 
acknowledged soundness of the Company, and by the 
well-known fact that field representatives and policy- 
holders alike have always been more than satisfied with 
the fair and liberal treatment accorded them. 


Life Underwriters’ Convention, Des Moines, Iowa. 
Week of September 16th. 


™GREAT-WEST LIFE 


COMPANY 


ASSURANCE 


HEAD OFFICE...WINNIPEG,CANADA 
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Our Salary 
Savings Plan 


for purchasing life insurance 
will result in an increased 
commission income for any 
alert life insurance agent 


MONTHLY PREMIUMS OF ONLY 
ONE-TWELFTH THE ANNUAL 
PREMIUM 





Every form of policy issued by the Company is avail- 
able under this plan, which can be extended to the 
wives and children of employees. 


The insurance is issued, in the majority of cases, on 


non-medical applications. 


Home Office assistance in prospecting, and in contact- 
ing employers. Attractive printed material. 








THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 


RICHARD H. KIMBALL, President 



















































Extending an Extra 
Measure of Service 


To Our Policyholders 
Their Beneficiaries 
and Our Field Force 


The 


FEDERAL RESERVE LIFE 
«/ INSURANCE COMPANY 


Kansas City, Kansas 
































life department for the Columbian Na- 
tional Life. 

Mr. Lowes was formerly associated 
with the Lincoln National Life eight 
years, having the position of acting gen- 
eral agent at Cincinnati prior to his 
present appointment. He went to the 
Cincinnati office of the Lincoln National 
last fall from the Reynolds agency at 
Chicago. 


Link With Bankers Life 


Milton Link has been appointed 
agency supervisor for the Bankers Life 
in western Washington. Mr. Link 
graduated from _the University of 
Washington in 1928 and joined the 
Seattle agency of the Penn Mutual. In 
1931 he was named supervisor. 





Represents 30 Companies 


Although the W. H. Markham agency 
of St. Louis took on the representation 
of the Columbian National Life re- 
cently, the agency does not represent 
exclusively that company. The Mark- 
ham agency undertakes to work with 
clients on an analysis basis and there- 
fore does not represent any one com- 
pany exclusively. Its contract with the 
Columbian National is no different from 
that of some 30 other companies. .W. 
A. Berryman is head of the life insur- 
ance department. 


W. M. Doyle Portland Manager 


William M. Doyle has been appointed 
manager at Portland, Ore., for the 
Manufacturers Life, succeeding G. A. 
Young, who goes to Detroit as a per- 
sonal producer. 





Made Port Huron General Agent 

George Scheible, who joined the 
American Life of Detroit three months 
ago, has been appointed general agent 
in Port Huron, Mich. He was with the 
National Cash Register Company for 
17 years. 


Colonial Life Makes Changes 


Gives Cash Surrender on Policies Issued 
on and After Aug. 5 After 


Five Years 





JERSEY CITY, July 25.—The Colo- 
nial Life of Jersey City has announced 
several important changes in its indus- 
trial policies which become effective on 
and after Aug. 5. The most important 
changes are as follows: 

(1) Policies will contain a provision 
for cash surrender values after pre- 
miums shall have been paid for a period 
of five years. This is not retroactive 
and does not apply to old policies car- 
rying the 10-year clause. 

(2) The cost of industrial adult poli- 
cies issued on the 20-year endowment 
and 20-year payment life plan has been 
substantially reduced. In this connec- 


| tion, a change has been made from a 


basis of $100 of insurance benefit with 
a weekly premium varying with the age 
at date of issue, to a basis of a varying 
amount of insurance purchased by a 5- 
cent weekly premium. 

(3) The total and permanent disa- 
bility and double indemnity benefits 
contained in the supplementary con- 
tracts attached to the 20-year payment 
life policies issued on and after Aug. 5 
will continue in force beyond the pre- 
mium paying period until such time as 
the insured reaches the limiting age as 
set forth in the supplementary contract. 
When attached to limited payment poli- 
cies issued prior to Aug. 5, these bene- 
fits terminate—as heretofore—at the 
end of the premium paying period. 

(4) The supplementary contract, 
which provided for total and permanent 
disability and double indemnity bene- 
fits, may now be attached to any en- 
dowment at age 65 policy, including 
those already in force. 
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INSURANCE 
MEN WANTING 
AN AGENCY 
IN WHICH 
THEY CAN 
MAKE MONEY 


NOW 


SHOULD 
WRITE 
TO 








INSURANCE LOMPANY 
OMAHA, NEBRASKA 





/pohn H- Jur LEY” 


PRESIDENT 











Desirable 
Agency Contracts! 


Desirable 
Agency Territory! 


WEST VIRGINIA! OHIO! 
MICHIGAN! 


Write to: 
Ernest C. Milair, Vice Presiden! 


George Washingtol 
Life Insurance 


Company 
Of Charleston, W. Va. 


fy 


CHARLES L. PRESTON 
President 
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NEWS OF LIFE POLICIES 


a 

icies, Premium Rates, Dividends, Surrender 
Aiden all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” publis! annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 
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Northwestern Mutual Rates 





Annuity Scale Substantially Increased 
Effective Aug. 1; Limits Set and 
Rules Modified 





The Northwestern Mutual’s increased 
single premium life and installment re- 
fund annuity rates become effective 
Aug. 1.' There has been no specific 
limit on annuities, but after Aug. 1 the 
maximum on single or two joint lives 
will be the amount of immediate an- 
nuity similarly payable, purchasable at 
corresponding age or ages by $50,000 
single premium, this limit including any 
single premium life annuity previously 
issued. The rule increases the premium 
limitation under refund contracts to the 
amount required to buy the same in- 
come with refund as is permitted with- 
out refund. oes 

The company states refund annuities 
will not be issued where numerous resi- 
dual beneficiaries for relatively small 
shares are designated on the applica- 
tion. Under no circumstances, states 
Percy H. Evans, vice-president and ac- 
Mtuary, in the announcement to field 
men, will annuity contract forms be 
modified by endorsement to give effect 
to settlement arrangements other than 
contemplated by the printed text of the 
contracts. 

The rate increases range up to 10 
percent. For illustration, per $100 an- 
nual income: 


STRAIGHT ANNUITY 


(Male) 
Ine. 

Age New Old % 

50 $1,588.90 $1.471.10 8.00 

60 1,230.90 1,153.10 6.75 

70 876.80 830.70 5.55 
: (Female) 

50 $1,724.70 $1,589.40 8.51 
60 1,375.90 1,283.00 7.24 
é 70 1,015.20 957.60 6.02 

INSTALLMENT REFUND 
(Male) 

50 $1,774.70 $1,614.10 9.95 

60 1,469.00 1,340.20 9.61 

70 1,157.80 1,054.80 9.76 

b (Female) 

5 50 $1,800.70 $1,716.10 10.17 
60 1,593.10 1,452.40 9.69 
70 1,281.20 1,168.80 9.62 

The new rates per $100 annual in- 
come are: 
Inst 

Age Life Refund 

oO ee | $1,915.20 $2,054.80 

-_1 | N e ia O 1,884.7 028.40 

1. i RR 1,853.70 2,001.50 

<5, apa a BE LET 1,822.10 1,974.40 

bo Bite ibis dale alana 1,790.10 1,946.90 

ia anne or aa Be a 1,757.60 1,918.90 

Motte eee 1,724.70 1,890.70 

48 ait Ne Wee ae he arn ea 1,691.40 1,862.20 

re 1,657.60 1,833.30 

} ee 1,623.40 1,804.10 

} eee 1,588.90 1,774.70 

ye 1,554.10 1,745.10 

BB ttt ttteeeee 1,518.90 1,715.00 

Bale ttreeeces 1,483.50 1,684.90 

BR Tithe tte seees 1,447.80 1,654.60 

7 CuSO eancenre 1,411.90 1,623.90 

} 1,375.90 1,593.10 

BR ttt eee. 1,339.70 1,562.40 

BG Toft ott hee cee 1,303.50 1,531.30 

80 Oho eis s os ke 1,267.20 1,500.00 

Gre Meters 1,230.90 1,469.00 

Bye <es en mernet 1,194.60 1,437.70 

CBee oe eigen 1,158.40 1,406.20 

Ga ithe eeee 1,122.30 1,375.10 

GE ee ee ore 1,086.40 1,343.80 

Gh eee es woos 1,050.70 1,312.40 

* CS ara 1,015.20 1,281.20 

eee 980.0 1,250.30 

Ge BRT Dae Fe oh 945.20 1,219.10 

|| Aba sors arse 910.80 1,188.20 

BE Rea geese cas 876.80 1,157.80 

 erereet: 843.20 1,127.30 

ee certs seater 810.20 1,096.70 

Be oF As ebay Fo 777.70 1,067.10 

BE St aivhscmenaded 745.80 1,037.40 

Midas +s +acccegeiay 714.40 1,007.60 

(Raia oro 683.80 978.90 


PFC eee oe 








CONVENTIONS 


Many Companies Arranging 
Conventions in Des Moines 





A large number of life companies are 
planning agency meetings in Des 
Moines prior to or following the con- 
vention of the National Association of 
Life Underwriters in Des Moines Sept. 
16-21. The Pacific Mutual Life’s Gen- 
eral] Agency Association is planning to 
hold a meeting Sept. 14-15 with 50 
general agents present. D. C. Mac- 
Ewen, vice-president and superintend- 
ent of agencies, and Jens Smith, junior 
vice-president, will be in attendance. 





Change Protective Life’s Meet 


BIRMINGHAM, ALA., July 25.— 
The annual convention of Protective 
Life of Birmingham will be held Aug. 
5-7 at the Edgewater Gulf Hotel, Bi- 
loxi, Miss., instead of Pensacola, Fla., 
as first announced. Besides business 
sessions there will be a boat trip to 
Ship Island, a golf tournament, fishing, 
bathing, and dancing. The annual meet- 
ing of Protective Club, whose member- 
ship includes leading producers, will be 
held during the convention. Lloyd 
Johnson is president of the club. All 
agents who write and pay for $15,000 
worth of business during July will be 
eligible to attend the convention at the 
company’s expense. 


Qualify for Boat Trip 


PHILADELPHIA, July 25.—Sixteen 
percent of the agency force of the Phil- 
adelphia Life has already qualified for 
the company’s annual convention, 11 
percent qualifying to take their families 
along. The convention will be a six-day 
cruise on the steamship Kungsholm to 
Bermuda and Halifax and return, leav- 
ing New York Aug. 10. The company’s 
business this year is running ahead of 
the 1934 production. June was the 
largest month in two years. July will 
show an increase. 








Engelsman to Be Featured 


R. G. Engelsman, New York City 
general agent for the Penn Mutual, is 
to be a featured speaker at the annual 
meeting of the Columbus Mutual Life 
in Detroit, Aug. 22-23. 





Koop Has Camp Meeting 
The annual camp meeting of the W. 
C. Koop agency of the Kansas City 
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PROOF 


Though a product or service may be technically 
sound—the very apple of its makers eye—it can fail 
miserably if the prospect doesn’t like it. We have 
long been sure that the Mutual Benefit policy con- 
tract is technically and “mutually” sound .. . but 
Mutual Benefit men proved again that prospects 
like and will buy it. Here is the proof: they hung 
up a new record in submitted applications, doubling 
the goal they had set and far surpassing the pre- 
vious best week of the Company’s history. The sell- 


ing idea: “superior contract.” 








The Mutual Benefit 


LIFE INSURANCE COMPANY * NEWARK, NEW JERSEY 





4 President 


Angus O. Swink 


MODERN CONTRACTS 


Present day needs for life insurance call for modern contracts. 
Atlantic Life representatives have at their disposal a complete line 
of attractive policies—including Family Income, Salary Continu- 
ance, Retirement Income, Term to Age 65, and Juvenile—all avail- 
able at low guaranteed cost. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 
William H. Harrison 
Vice-Pres. & Supt. of Agencies 








N. A. L. U. — Des Moines — Week of September 16th 
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@ INSURANCE IN FORCE 


DON'T FORGET DES MOINES 
SEPT. 16-21 






If you are interested in building a 
productive agency, we invite your 
inquiry. 
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“LINCOLN. NEB. 






















































Opportunity for managers 


Desirable Territory | 


— qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 














Life in Minnesota is being held this 
week at Glenwood, Minn. Approxi- 
mately 75 agents are attending, and the 
following home office executives are vis- 
itors: Dr. J. C. Dee, associate medical 
director; C. T. Carroll, vice-president; 
J. A. Budinger, actuary; Joseph Thomp- 
son, assistant agency superintendent; 
C. N. Fears, secretary, and Walter 
Clark, educational director. The 





agency’s six-month volume _ increase 
33.82 percent. 


Cummings Holds Encampment 
The annual encampment and op. 
vention of the O. Sam Cumming 
Texas agency of the Kansas City Lik 
will be held at New Braunfels, Ay 
4-9, with about 150 in attendance, jp. 
cluding several home office men. 





——— 





As SEEN FROM CHICAGO | 





LIFE STOCKS ADVANCE 


The life insurance stocks continued 
their advances the past week, the more 
active ones making substantial gains. 
The Aetna Life advanced 4% points, 
Connecticut General Life, 314; Lincoln 
National Life, 3144; and Travelers, 80 
points. Buying was evidently encour- 
aged by the semi-annual statements: 


By H. W. MeKinney, Lester, Carter & 
Co., Chicago 


Par Div. Bid Asked 
Aetna. Tife: ..... 10 .60 32% 33% 
Alliance Life ... 1 sat: % 1% 


Bank. Nat. Life. 10 1.00 11% 13 
Central Life, Ill. 10 we 2 oe 
Cen. States Life. 5 Bia 1 3 
Colum. Nat. Life.100 8.00 85 95 
Conn. Gen. Life. 10 -80 43% 45 
Cont. Assurance. 10 2.00 37% «39 
Farmers & Trad- 


OFS IAC 0 ces 100 10.00 180 187 
Federal Life .... 10 Ae 4 10 
Gen. American.. 10 See 38 45 
Great Nor. Life.. 10 aes 6 10 
Grt. South. Life. 10 2.50 31 34 
Kans. City Life..100 16.00 425 450 
Life & Cas.(Tenn.) 2 ie 3% 4% 
iife OF VR. oases 20 3.00 95 105 
Lin. National ... 10 1.20 33% 35% 
Nat. Life & Ac.. 10 1.20 38 45 
New World Life. 10 .40 5%4 6% 
North Am. Life. 5 bes 3% 4 
Northw. National 5 ‘> 11% 13 


Ohio National .. 10 1.25 21 23 
Ohio State Life.100 10.00 250 300 
Old Line Life... 10 Gs 15 16 
Pacific Mutual .. 10 -40 11 ois 


Philadelphia Life 10 one 3 
Gun Tite ...... 100 as 390 410 
Travelers ....... 100 16.00 640 655 


Union Central .. 20 1.20 35 40 
Wisconsin Nat... 10 1.00 12 14 


* * * 
SEEK STRONGER CHICAGO UNIT 


W. J. Graham, vice-president of the 
Equitable Life of New York, and presi- 
dent of the Insurance Institute of 
America, was in Chicago this week con- 
ferring with some of those in that city 
who are interested in the institute work 
on the possibility of increasing the in- 
terest of the work in Chicago and mak- 
ing the Chicago unit more important. 
Mr. Graham found cordial response to 
his suggestions and some Chicagoans 
proposed that a luncheon be given in 
Chicago early in September for E. R. 
Hardy, secretary-treasurer of the insti- 
tute, so that leaders in that city might 
have an opportunity of learning first 
hand some of the objectives and opera- 
tions of ithe institute. Mr. Graham 
endorsed the idea and_ accordingly 
steps are being taken to arrange for 
such a function. The tentative date is 
Sept. 9. Those in Chicago who have 
taken the greatest interest in the work 
of the institute are Benjamin Richards, 
manager of the Underwriters Service 
Association, J. A. Neale, chief engi- 
neer Chicago Board of Underwriters, 
and A. T. Graham, a broker connected 
with the Standard Accident in Chicago. 

* * * 
COMPANIES WIN TAX CASES 

Efforts of Cook county, IIll., taxing 
authorities to levy on life insurance in 
force in foreign companies have failed 
with the rendering of two decisicns by 
Circuit Judge D. J. Normoyle in cases 
brought by all stock and all mutual 
companies of other states operating in 
the county. The rulings enjoin collec- 
tion of 1933 personal property taxes on 
so-called policy values. The court de- 
cided that the taxes were illegal and di- 
rected preparation of a decree in each 
case permanently enjoining the county 
collector from taking steps toward col- 
lection of the taxes. On the previous 
day, substantially the same companies 
obtained a similar victory as to 1934 
personal property taxes which had been 


assessed upon policy values, through ; 
ruling of the board of appeals of Cook 
county, that the so-called value of pol: 
cies to foreign companies did not, o 
April 1, 1934, have a taxable situs in 
Cook county. By these two victories 
all foreign life companies doing busines 
in Illinois are relieved from the payment 
of approximately $1,000,000 in taxes, 
State’s Attorney Courtney of Cook 
county has not determined whether le 
will appeal from Judge Normoyle’s ¢e. 
cision, but an appeal is considered in. 
probable. 








NEW YORK NEWS 




















CORCORAN IS PRIZE WINNER 
C. R. Corcoran of the Manhattan Life, 
won the $20 prize awarded by the In- 
surance Institute of America for getting 
the highest examination average in the 
life insurance course. His average was 
97.5 percent. 
* * * 
OPENS LONG ISLAND OFFICE 


The Robert Kruh agency of the Con 
tinental American Life in Brooklyn, 
opened a Long Island branch in Je 
maica, under Laurence Adikes, who ha 
been in general insurance and red 
estate. Jack Murray will assist in de 
veloping new organization. 

The Kruh agency opened in January, 
1934. It shows an increase in premiums 
for six months ending June 30, 1935 0! 
155 percent; increase in volume of ® 
percent; increase in applications 41 per- 
cent. It ranks number one in propor- 
tion to allotment in agency standing 1 
the company. 

Jack Botnick is leader in volume, pre 
miums and cases. Other leaders art 
Jack Tyler, Kalman Altman, Linda ¢. 
Klein and Frank J. Carroll. 


* * * 
NAMES COMMITTEE CHAIRMAN 


President G. B. Dorr of the New 
York City Life Underwriters Associa 
tion has appointed six more committe 
chairmen: Budget, H. E. Morrow, Penn 
Mutual; educational, L. G. Simon, 
Equitable of N. Y.; business ome 
advisory, R. B. Skillings; 50th annua 
banquet, C. L. McMillen, general agett 
Northwestern Mutual; attendance # 
meetings, H. A. Schmidt, general agett 
New England Mutual; planning, Lloyd 
Patterson, general agent Massachusetts 
Mutual. 


J. A. Stevenson on Program 


J. A. Stevenson, home office general 
agent Penn Mutual, will speak at 
Life Advertisers Association nation# 
convention at Swampscott, Mass, 
the fall on “The Consumer's Attituy’ 
Toward Life Insurance,” and will touch 
on the agent’s attitude toward adverts 
ing and sales promotion material. 


J. I. Reece Adjudged Sane 
J. I. Reece, former Tennessee a? 
missioner, has been adjudged sane. be 
is serving sentence in state prison 0” 
charge of larceny of bonds held, in 
crow by his department. The ma ion 
into his sanity was made upon pe 
of his mother. 
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J. C. Kelly has been appol 
ger at Greensboro, N. C., for 
teer State Life. He has b 
business 10 years. 
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Still 


' “There Are No Successors’ 


A letter came from an isolated com- 
i munity in a distant state about a transaction 
of 23 years ago. It was addressed “The 
Lamar Life or Successors.” 


: Since that transaction of years.ago, Life 
: Insurance has gone through a World War 
: and a major depression. The Lamar Life 
increasing its assets 40 times and insurance 
in force 30 fold, like other safely managed 
companies, came through with flying colors. 


Included in the reply to the letter was: 
“There is no successor to Life Insurance; 
there are no successors to the Lamar Life.” 





LAMAR LIFE TOWER 





Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 


1. Training that will enable him to get into production early in his 
career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 


OREGON MUT 


Home Office: Portland, Oregon 








"Pioneer Mutual Life Insurance 
Company West of the Rockies” 








OccipenTaL 


Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
s 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Jenxuns, Vice-President, in Charge of Production 


ey 



































Massachusetts Mutual 


a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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financial stability — aggressive- 
ness — management — liberal 
policy contracts—experience— 
and this company is outstanding. 


It offers you an ideal agent's contract and will 
take a personal interest in your welfare. If 
interested write 


LEE J. DOUGHERTY, PRESIDENT & GEN’L MGR. 


GUARANTY LIFE 
INSURANCE COMPANY 


Davenport, Iowa 








Persistency Pays 


Particularly is this true under the new agent's contract 
of the Montana Life. The commission payable on the first. 
renewal premium is graduated on a persistency basis which 
rewards the agent writing good business and eliminates the 
agent with a yen for high pressure. 

That the contract is sound and its fairness appreciated 
by the Field Force is indicated by the Company's persistency 
for the first five months of 1935, which makes the average 
compensation accruing to agents on first renewal premiums 


fifteen per cent. 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 


LEE CANNON, Superintendent of Agencies 





| tual; women’s committee, R. J. Ship- 


elected a board of directors composed 
entirely of field men. In announcing 
the election of fieldmen only as mem- 
bers of the board, and in presenting 
his tentative program, President Ham- 
ill, said: “To soundly strengthen the 
future leadership of this association’s 
activities and to more completely de- 
velop those individuals upon whom will 
fall a broad share of the ultimate ful- 
fillment of this program, this) adminis- 
tration has deemed it justifiable and 
far-sighted policy to make up its board 
of directors for the coming year en- 
tirely from the ranks of the field men 
of this territory.” Serving with the 
members of the board of directors, how- 
ever, who each head one of the twelve 
standing committees, is an advisory 
chairman: who, in: most instances, is a 
general agent or manager. 


New Committee Heads 


The board of directors elected, +beir 
company affiliations and the com. 
tees they will head are: Anthony F,. 
mer, Aetna, attendance committee; 
Leonard White, Northwestern Mutual, 
budget; John Burton, Mutual Benefit, 
business. practice; Arthur Deutsch, 
Equitable, N. Y., civic relations; Wal- 
ter J. Lennox, C. L. U., New England 
Mutual, educational; John Gordon, Oc- 
cidental Life, legislative; Desmond 
Kelly, Equitable, N. Y., membership; 
B. Vonsenden, New York Life, pro- 
gram; William J. Yuvan, Equitable of 
Iowa, publicity; William» R. Spinney, 
Fidelity Mutual, research; Howard O. 
Lisle, Provident Mutual, speakers’ bu- 
reau; Alice Verda Small, Phoenix Mu- 
tual, women’s committee. 

Advisory chairman selected are: At- 
tendance committee, Dudley S. Bates, 
New York Life; budget, Forrest Curry, 
Penn Mutual; business practice, Arthur 
S. Holman, Travelers; civic relations, 
Karl L. Brackett, John Hancock Mu- 
tual; educational, Nelson Davis, Jr., 
Ss Guardian Life; legislative, 
Daniel Mooney, Alliance Life; member- 
ship, Mel R. Nyman, Occidental Life; 
program, Vernon TT. Motschenbacker, 
Sun Life; publicity, Ben F. Shapro, 
Connecticut Mutual; research, William 
H. Spalding, Union Central; speakers 
bureau, Gerald F. McKenna, Penn Mu- 


ley, Northwestern Mutual. 

It is expected that the completed 
and detailed program of the association 
for the ensuing twelve months will be 
presented by President Hamill at a 
meeting early in September when Dr. 
3. Huebner will be the principal 
speaker. 


* * x 
Zimmerman Is Endorsed 
NEWARK, July 25.—The Life Un- 
derwriters Association of Northern 
New Jersey has endorsed the candidacy 
of Charles J. Zimmerman for trustee 
of the National association. Last year 
Mr. Zimmerman was elected as a trus- 
tee, but due to pressure of his business 
responsibilities as general agent for the 
Connecticut Mutual Life, he resigned. 
Mr. Zimmerman has had a broad ex- 
perience in the life insurance field, hav- 
ing served as executive secretary of the 
Life Underwriters Association of New 
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“Sweetest Incomé 
in America 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 








Increasing Life writings at the 
same time you sell income pro 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful oper 
tion in a number of Inter 
Ocean Agencies. 


If you are interested in ™ 
H & A connection with us 
write for this booklet. 


Inter-Ocean Casualty “ 
12th Floor American Bldg. 


Cincinnati, Ohio 
—_——a 
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former president National association; 
._ E. North, second vice-president 
Metropolitan Life; Commissioner John 
E. Sullivan of New Hampshire and 
Roger B. Hull, managing. director Na- 
tional association. A forum for ques- 
tions and general discussion followed 
the afternoon session. 

* * Xx 


Heart O’Texas—O. Sam Cummings, 
Dallas, has been endorsed for secretary 
of the National association. Mr. Cum- 
mings is Texas manager of the Kansas 
City Life. 

: * * x 

San Angelo (Tex.) Officers have been 
installed as follows: President, Bascom 
Benton; vice-president, H. C. Grafa; sec- 
retary-treasurer, H. G,. Stovall; state 
committeeman, L. H. Stephens, and na- 
tional committeeman, Archie Crews. Ex- 
ecutive committeemen are: F. L. Hargis, 
J. E. Yates and Ira V. Miles. 

* * x 

Birmingham, Ala.—Lester O. Schriver, 
Peoria, Ill, was endorsed for president 
of the National association and conven- 
tion delegates were instructed to vote 
for him. 

John A. Witherspoon, Nashville, gen- 
eral agent Pacific Mutual Life and a Na- 
tional association trustee, declared that 
only 2 percent of the people are capable 
by temperament and experience to suc- 
cessfully invest their earnings. The other 
98 percent offers a great field for life un- 
derwriters. 

* * * 

Springfield, O.—J. M. Caffrey, John 
Hancock, is the new president; C. C. 
Wetherill, Union Central, vice-president; 
E. C. Janson, Ohio State, secretary; F. K. 
Hinchey, Metropolitan, national commit- 
teeman. 

* * x 

Chieago—Dr. S. S. Huebner, president 
American College of Life Underwriters, 
the morning of Aug. 5 will meet with 
the Chicago chapter of C. L. U. and per- 
sons who have taken part of the exam- 
inations, at breakfast in the Hotel Sher- 
man. At noon the general agents and 
managers’ division of the Chicago asso- 
ciation will meet with Dr. Huebner at 
lunch. The subject of his address will 


| be, “The Value of the C. L. U. to the 
| General Agent or Manager.” 


An open 
forum will follow. 

President Frederick Bruchholz of the 
Chicago chapter, states that Dr. Hueb- 








RECORDS 


Northwestern National—For the quar- 
ter ending June 30, policy loan repay- 
ments were the largest on record, re- 
ducing loans outstanding to the lowest 
point since June, 1931. Lapses in the 
first half of 1935 were 19.8 percent less 
than in the same period last year; cash 
surrenders and expirations were less by 
47.3 percent. Insurance in force gained 
$14,923,197 from June 30, 1934, bringing 
the total to $364,268,596. 

Loan repayments were $139,456 for 
the last quarter, and for the 12 months 
ended June 30, $447,365.69. 

As of June 30, 1935, there were 30,263 
individual loans outstanding, for a total 
of $9,316,203, compared with 31,813 for 
$9,675,541.67 on June 30, 1934. 


Provident Mutual—Insurance in 
force gained $2,500,000 in first half year, 
total June 30 being $937,293,000, against 
$93,767,000 Dec. 31. First real in- 
crease since 1931, due to increased new 
production and steady decrease in net 
cancellations, according to Edward 
Marshall, vice-president and actuary. 
Cancellations in first half year $4,516,- 
060 against $5,003,000 in same period 
last year. New paid life insurance $47,- 
558,000, gain 18.2 percent. 

Old Line Life, Wis—First six 
months shows increase of 35 percent in 
new paid business. Insurance in force 
also shows an increase. 

Columbus Mutual Life—During the 
first six months of 1935 a production 
gain of 20 percent, compared to the 
first half of 1934 was recorded. A sim- 
ilar gain is recorded for July to date. 














ner will be available for conferences 
and consultations relative to the C.L. U. 
movement from 10 a. m. to 12, and from 
2 p. m. to 4 p. m. in his suite at the 
hotel. 


Achievement— 


An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
ogy in Surplus from December 31, 1929, to December 31, 


Grown to a half billion dollar Company in 30 years. 


Excellence— 


The prestige that arises from financial stability and years of 
fair dealing is oueree by each Anico representative. Practical 
and attractive selling features open new avenues of business and 
complete the equipment of the man in the field. 


Power— 


$124.58 in Assets for each $100.00 of liabilities. 


$52,721,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans— 


Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 
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young 


—a company that is planning perma- 
nently for the future as it takes each 
step carefully during these early years. 


—managed by men who thoroughly know 
the life insurance business and realize 
the trust placed in them by policy- 
holders and agents. 


—a company that has a splendid reputa- 
tion for prompt payment of claims and 
fair, intelligent treatment for all. 


Grow with this aggressive company. 
Write today for details. 


OLD REPUBLIC CREDIT LIFE 


INSURANCE 
221 N. LaSalle St. 


friendly, strong 


company 


COMPANY 
Chicago 
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“Share the Wealth”? 


There is one sure way to get wealth. 
Create your own wealth and enjoy 
all of your own creation. This done 
and one need not be disturbed by 
the futile propositions of crackpot 
doctrinnaires. Life Insurance is the 
It is a high 
calling to sell this key to your 
neighbors and others. There's 
opportunity for you in this pro- 
gressive Company. 


key to the sure way. 


California- Western States Life 


Insurance Company 


SACRAMENTO CALIFORNIA 
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~ Rovat Netgupors of America 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
596,110, 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$53,487,936. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$82,674,602. 


@ Writes modern forms 


of life insurance for 
women, men and chil- 
dren. 
Insurance in force 
$472,512,851. 
@ Provides free health 


service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY YEARS 
Or SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 








C. L. BIGGS 








Home Office Building 


Admits Men, Women and Children 
From Birth to Age 60 


Supreme Record Keeper 


DETROIT, MICHIGAN 


THE MACCABEES 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
dowment and Retirement In- 
come Insurance on |8 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 


Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
-abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 


A practical and successful combination of life insurance protection 
and fraternal service. : 


E. W. THOMPSON 


Supreme Commander 
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Restraining Order Is Denied 


Oklahoma Supreme Court Decision Paves 
Way for State to Proceed with 
Other Suits 








Ruling of the Oklahoma supreme 
court denying the Maccabees’ petition 
for a writ of mandamus to restrain Dis- 
trict Judge R. P. Hill of Oklahoma 
county from hearing a tax suit against 
the society may pave the way for the 
state to proceed with suits filed against 
52 fraternals. The supreme court over- 
ruled the contention that, having been 
licensed as a fraternal, the Maccabees 
was immune from the 2 percent pre- 
mium tax which the state seeks to col- 
lect. Though the state issued a license 
to the Maccabees, it is not estopped 
from collecting fees required from for- 
eign companies, and if the society is 
exceeding its authority by doing a busi- 
ness not authorized for fraternals, the 
district court has jurisdiction. 


State Claims Large Amount 


The state contended the Maccabees 
organization writes policies similar to 
those of old line companies, failed to 
pay the annual $200 entrance fee for 
which $6,400 judgment was asked, and 
judgment for $8,313 premium tax, with 
penalty of $500 for each year or $15,- 
000. The state also sought to have the 
society enjoined from further operations 
in the state. 

The ruling is expected to affect many 
of the 52 fraternals that were sued, 
however, some do not come under the 
ruling and will not be subject to the 
tax. In several cases tried in district 
court, judgment for practically the full 
amount asked was given the state. 


National Leader Warns of 
Dropping Fraternal Idea 








PORTLAND, ORE., July 25—A 
warning to legal reserve fraternals to 
obey the statute governing the societies 
and thus be enabled to claim continued 
exemption from tax charges, was voiced 
at a meeting here which was addressed 
by G. L. Bowman, Democratic national 
committeeman from Oklahoma and di- 
rector Modern Woodmen. The gather- 
ing was held under auspices of the Ore- 
gon Fraternal Congress. 

Mr. Bowman advised of suits before 
Oklahoma and Arkansas courts to force 
fraternals to pay premium taxes, and 
license fees retroactively for many 
years, with interest and penalties, on 
the theory they conduct virtually an ol 
line business. “We must be entitled to 
our exemption by obeying the statutes 
which gives it to us,” Mr. Bowman said. 
“We are and must remain fraternals.” 


Michigan Commissioner and 
N. F. C. President on Program 








Commissioner J. C. Ketcham of 
Michigan and President J. C. Karel of 
the National Fraternal Congress ad- 
dressed the national convention of the 
Women’s Benefit Association at Cleve- 
land. Mrs. Bina West Miller, presi- 
dent, announced the society wrote $27,- 
365,000 insurance in the last four years. 
A prosperity pageant participated in by 
7,000 women and girls was held in the 
Cleveland stadium climaxing the meet- 
ing. 





Organize Grange Mutual 
SEATTLE, WASH., July 25.—Or- 
ganized under state fraternal insurance 
laws the Grange Mutual Life of Seattle 
has obtained a temporary permit from 
the Washington insurance department. 
Officers of the new company are all 





prominent in grange affairs. Bond anj J —— 
application are filed and the company 
plans to write straight legal resery 
life, soliciting the 34, 184 grange mem. 

bers and their families. 2( 





The Managers Hold Outing Br 


MUSKEGON, MICH., July 25~ 
Annual outing of district managers of 
the New Era Life of Grand Rapids wa; 
held here, attended by approximately Tw 
300 managers and their wives. A num. § 200 st 
ber of the home office executives J cast | 
headed by President G. O. Taylor, were [i Agen' 
present. Arrangements were in charge i Mutu 
of J. A. Hough, Muskegon district man. §& radio 
ager, assisted by A. E. Hansen, general J T. W 
manager from the home office, and by §& humo 
Gaylord Nelson, actuary and secretary, @ some 
The program included a business ses- L. 1 
sion, luncheon, banquet and sight-seeing 
trips. 





Hough Goes to Escanaba family 


J. A. Hough, Muskegon, Mich., man- 1 hav 
ager for the New Era Life, has been jm defini 
transferred to Escanaba, Mich., to be i 10 re 
supervisor of agencies for the upper —& him. 
peninsula. He will be succeeded at & mite p 
Muskegon by Joseph Schneider who 
was formerly with the Union Central I 
Life and Wisconsin National Life. 

















New Book by Fraternalist 


“Morana” is the title of a new volume 
of fiction of which John T. Yates, na- 
tional secretary and one of the original 
organizers of the Woodmen of the 
World of Omaha, is the author. It is 
a successor to “The Hunchback” by the 
same author. Mr. Yates is 75 years of 
age but is at his office early each 
morning and writes in the evening. 











Stability — Safety 


Performance 
ASSETS 1. 
$13,750,000.00 a 
CLAIMS PAID " 
$114,000,000.00 3 


The Standard Life 


Association : 
Lawrence, Kansas 
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ALES IDEAS AND SUGGESTIONS 











20 Successful Approaches Are 
Broadcast at Agents’ Meet 





Twenty successful approaches out of 
900 submitted were given in the “broad- 
cast hour” at the 1935 sessions of the, 
Agents Association of the Northwestern 
Mutual Life in Milwaukee. A typical 
radio booth was arranged on the stage. 
T, W. Tuttle was announcer. Without 
humor and by-play of the broadcast, 
some approaches were: 


L. W. BOSWORTH, Bloomington, Ill. 


In approaching a prospect I am not 
asking a favor of him. I am in a posi- 
tion to do much more for him and his 
family than he can do for me. Unless 
I have something to offer which can 
definitely be of service to him, I have 
no reason to expect any action from 
him. Therefore, I always have a defi- 
nite proposal to submit, if possible. 


E. R. YOUNG, Jackson, Mich. 


Greeting my prospect in a pleasant 
but not effusive manner with a hand- 
shake, I make a casual remark and wait 
fora reply. Then as if speaking of a 
matter entirely aside from my business, 
I say, “Did you happen to pass Black- 
man park this morning? If so, did you 
notice those old men sitting on benches? 
I see them there every day and specu- 
late as to what turn of fate brought 
about their condition. Since I am in 
the life insurance business I am always 
wishing an agent of my company might 
have persuaded them to purchase ‘a 
good policy in his youth and keep it in 
force. Monthly checks in later life— 
hew they brighten the skies!” 

Whatever observation my prospect 
makes to this, the way is open for an 
interesting and often profitable inter- 
view. 


A. G. WORK, Detroit 


“Mr. Prospect, I should like to take 
a moment to call your attention to 
three lessons which it seems to me the 
depression has taught me: 

“E It is difficult to invest money over 
a period of years and be able to get it 


when it is most needed. 


_ "2% To reach financial independence 
in old age requires a carefully planned 
and persistently followed program. 

3. Life insurance offers a form of in- 
vestment as safe as government bonds. 
Those who persisted in carrying 
through their programs for financial in- 
dependence through life insurance have 
not been disappointed. During the de- 





pression their checks have arrived on 
time and in full as promised. Do you 
consider these important points?” 


HERMAN GOLDECKE, Boston 


You are a man of large wealth. I 
propose to show you how you can con- 
serve that wealth for yourself and for 
your family, not by tax evasion, but by 
taking advantage of exclusions, deduc- 
tions, and allowances the government 
itself gives. 

You are carrying insurance to cover 
the things you expect or know will hap- 
pen. You need coverage to provide 
against the unexpected things that hap- 
pen that wreck men’s lives and ruin 
them in business. 


E. L. HALL, Colorado Springs 


“Good morning, Mr. Prospect. 
is business?” 

“Rotten!” 

“That’s what they all say. Mr. Jones, 
I heard another man up the street com- 
plaining, too. He said, ‘This depression 
is terribly hard on me. I have had to 
send my wife back to her people; I have 
had to put my children in an institu- 
tion; I have lost my life insurance; but 
worst of all, I am afraid I’m going to 
lose my car!” 


How 


R. U. REDPATH, JR., New York City 


I wish to show you a comparison be- 
tween two methods of accumulating 
more money for yourself. 

Many men whom I called on were 
willing to let the agent go through an 
organized sales talk, but often they were 
not thinking with me. Consequently, 
when I bring out the presentation 
folder, I say, “You will probably be 
interested in working this out for your- 
self’—and I hand them the folder. 

“Let us assume you do not want to 
have to work beyond 65 to secure an 
income of $100 a month.” Then I ask 
them to work out how much capital, 
at 4 percent, yields $1,200 a _ year. 
Watching various men attempt to figure 
this shows me they are not only think- 
ing through the problem, but are im- 
mature investors who need assistance of 
life insurance. I give them the figure 
for the average savings necessary at 4 
percent compound interest and con- 
tinue with having them fill out the fig- 
ures under the Northwestern Mutual 
way. 

When they have filled in the com- 


parison I am sure that, for at least six 
minutes, I have had their complete con- 
sideration of the relationship between 
the “Save and Create Plan” and the 
“Create and Save Plan.” 


F. R. HOMER, Madison, Wis. 


“Bill, can you tell me exactly how 
much change you have in your pocket? 
You can’t? Then how do you know 
that you haven’t lost a dime or quarter 
or half dollar since yesterday? Sup- 
pose you had a hole in your pocket you 
didn’t know about and also a _ coin 
slipped through it. You probably 
wouldn’t discover it. What I’m getting 
at is this: A dime, quarter or half dol- 
lar a day doesn’t mean much to you 
now, but placed in one of these coin 
banks it will give you a nice fund when 
you are ready to retire.” 


A. J. JOHANNSEN, Chicago 


“Mr. Policyholder, vou do not need 
any more insurance. You have a sub- 
stantial amount. Would you grant a 
few minutes to go over a new plan of 
my company which provides a place for 
you to invest your savings at a good 
return?” 

I then use the presentation form, 
“Forget the Present for Six Minutes,” 
and follow it religiously, arranging for 
examination and application when com- 
pleting perusal of form. 


E. L. CLEVELAND, Sacramento 


An accountant, age 30 years, who is 
married and has one son three years of 
age and who already had two small 
policies with our company and another 
aggregating $9,000, came in to pay a 
premium while I was alone, and I asked 
him if the company by whom he was 
employed gave him any guarantee of a 
retirement fund when he reached 65, to 
which he replied that it didn’t. I in- 
formed him that even Uncle Sam guar- 
anteed to mail men $100 per month. 

I asked permission to submit to him 
a program that would guarantee $100 
per month at 65 and a life-time income 
for his wife, should he die before 65. 
I mailed it to him and later took his 
application for $11,000 additional insur- 
ance. 


JOHN A. BELLOWS, JR., Chicago 


, “Mr. Jones, I have just one simple 
idea to bring you. You tell me you own 
4 $5,000 life insurance estate. Have you 
ever stopped to realize your next $5,000 
is far more valuable than the one you 
now own? In fact, it is almost twice as 
valuable. 

“How do I figure it? Here is the 
answer. Your life insurance in action 
will bring a monthly check to your 
family of so much for so many years. 





Wouldn’t you say that is what we are 
all most interested in? 

“Do you know how much more valu- 
able a second $5,000 is than your first 
$5,000? Your present $5,000 will give 
your family a check for $50 every month 
for about 10 years and three months. 
Your second $5,000 will continue that 
$50 check for an additional 19 years or 
a total of 29 years and three months. 
This is almost three times as long, 
though you have only doubled your pro- 
tection.” 


RALPH L. THEISEN, Lincoln, Neb. 


It is my purpose to become a pros- 
pect’s insurance adviser on his complete 
program. 

“Mr. Jones, I know nothing about 
your insurance. Perhaps you have all 
you need or all you feel you can pay 
for, but it is natural to assume that as 
you progress you will have new needs 
and I want to find out if there is any 
reason why I can’t cover some of those 
needs for you.” 

This frank statement has a tendency 
to disarm him and he relaxes and tells 
me all I want to know. My purpose is 
to get him to talk and while he is talk- 
ing I have a chance to formulate my 
plans. I can usually think of a case or 
two from experience to relate to him by 
the time he has finished. I always carry 
with me a list of 24 prominent business 
men who have endorsed my work. 


THOMAS C. EDWARDS, Mankato 


“Good morning, Dr. Beck! Did you 
read that booklet, ‘A Good Beginning,’ 
that I gave you Friday, and did you see 
that Robert read it? I have been think- 
ing of your family and I know you are 
eager that your son will have a good 
moral bringing-up and a religious back- 
ground. Undoubtedly, you are inter- 
ested in seeing he has a good physical 
training. These are essential, but there 
is one other part of his training, which 
is usually neglected; that is his eco- 
nomic side. 

“I do not know what Robert is go- 
ing to be when he grows up, but he, 
like his father, may be a minister, or 
he may go into some other profession. 
If he does, undoubtedly he will be the 
prey of all kinds and character of in- 
vestment salesmen. Professional peo- 
ple, as a rule, are unfortunate investors. 
I would like to serve on a committee 
with you to help Robert give his life 
to a profession completely and not te 
bothered or held back by investment 
and reinvestment worries.” 


ADOLPH H. SAMUELS, Beloit 


“You own your own home, don’t you, 
Mr. Prospect? I suppose that your 
home, like mine, is modern in every re- 
spect, mortgage and all? If you should 
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suddenly step out of the picture, you 
would want your family to keep on 
living in the home, wouldn’t you? 

“If you live, you will no doubt be 
able to pay up the mortgage. But I am 
wondering what would happen if you 
didn’t live to complete the payments? 
Mr. Prospect, I have a plan that will 
guarantee the payment of this mort- 
gage, should you not live to pay it up 
yourself.” 


EDWIN M. LILLIS, Erie, Pa. 


“Everything ‘in this office has a value. 
The state requires compensation insur- 
ance. Business judgment demands fire 
insurance on your stock, buildings, and 
equipment. The chair on which you are 
seated is listed as an asset on your 
books, but you are not, unless you are 
able to be here every day 

And for the “How Much Is Enough?” 
presentation, I say, “How would you 
invest $37,000 (if that is the amount of 
insurance he owns) today to last your 
lifetime with no prospects of additional 





income?” Then follow up with “How 
Much Is Enough?” 


FRED B. NAYLOR, Trenton, N. J. 


Prospect—“My wife any 
more insurance.” 

“Does she know how much you now 
have?” 

“Yes, and she insists it is enough.” 

“I suggest you let her find in your 
safe deposit box, if anything should 
happen to you, another $5,000 policy 
that she knows nothing about, and per- 
haps leave a letter in it stating you fig- 
ured she would need at least that much 
more.” 


opposes 


JOSEPH BLUMENTHAL, Boston 


“Mr. Man, I have been in the insur- 
ance business 20 years, and I have no- 
ticed that most men are unaware, and 
fail to take advantage of two valuable 
privileges granted in the policies: 

“(1) To exempt the proceeds against 
any liabilities the beneficiaries may pos- 
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sess or acquire, and (2) to relieve the 
beneficiaries of the responsibility of in- 
vesting the proceeds, and yet provide 
them with safety of principal and a fine 
rate of interest. May I explain what 
these privileges mean and how you can 
take advantage of them, without obli- 
gation or cost?” 


SHERMAN PERRY, Middletown, 0. 


“Walter, how would you like to fix 
things up so if you pass out, the under- 
taker can put the mortgage in your hip 
pocket and let you take it right along 


with you... instead of leaving it with 
the wife?” 
* * * 
“Stuart, you are going to build a 
home. Don’t you thing it would be a 


good thing to fix things up so that if 
you die before the home is paid for, 
there will be money to complete the 
job . then some ... and if you live 
20 years, you will have paid less than 
one-half of 1 percent for the protec- 


* OK 


“John, you have a mighty fine boy 
coming along. You want that kid to 
go to college . . . and you will bust 
evrything to see that he goes when the 
time comes. What would you think of 
a plan that will provide the money lit- 
tle by little so that you will have it . 
guaranteed . . . when the time comes? 
And if you don’t live to build up the 
necessary amount, the money will be 
there anyway .. . just the same? 

“Take it from me... I missed out 
on that. I’m taking mine in four wal- 
lops, but I want you to take your in 
18 little shocks.” 


* * * 


“Sid, you’re way overweight ... as 
you know. Darned good thing you're a 
man... a woman would kill me for 
saying that! But here’s the idea. Put 
an education policy on your wife for 
little Sidney Ann. When college time 
comes, there’s the money. And it’s a 
mighty nice saving, too. And you'll pay 
no extra for your overweight.” 


Wisconsin Bill to Avoid 
Policy Surrender Vetoed 


MADISON, WIS., July 25.—Legis- 
lation intended to relieve persons on re- 
lief from the necessity of surrendering 
or assigning their insurance policies was 





vetoed by Governor LaFollette this 
week. 

“Through the cooperation of the life 
insurance adjustment bureau, which 


was established about three years ago 
by the John Hancock, the Metropolitan, 
and the Prudential Life,’ the governor 
explained in his veto message, “it is pos- 
sible for those who are holders of in- 
dustrial policies to secure certain read- 
justments on their policies, which in 
many cases will prevent a complete 
loss as well as will enable the family 
to obtain some cash resulting from ad- 
justments which are suggested by re- 
lief officials. 
. “Only a very small percentage of 
families on relief carry ordinary life in- 
surance. Practically all of them in large 
industrial centers, however, do carry 
some industrial insurance. Ordinarily, 
unless these policies are ten years old, 
they have no cash ‘surrender value. 

“Through the life insurance adjust- 
ment bureau, however, any policies that 
are three years old, even though they 
have lapsed, may be revived and the 
face value decreased and a cash allow- 
ance granted. For example, the insur- 
ance division of the Milwaukee relief 
administration has been able to con- 
tinue some insurance coverage and to 
provide nearly $600,000 in cash for the 
families whose policies have been thus 
adjusted. Frequently relief officials find 
that families are over-insured, and 
through proper adjustments, some pro- 
tection is kept and a total loss of all 
insurance is avoided. 

“It seems to me that this measure, if 
enacted into law, may stop this service. 
Many thousands of relief clients who 


























































































C.L.U. NEWS 


Huebner Is Busy 


The educational movement in life in. 
surance will be discussed by Dr. S, § 
Huebner, dean of the American College } 
of Life Underwriters,, at a mass meet. 
ing in Detroit the morning of Aug, 3 
under the joint auspices of the Detroit 
Chapter, C. L. U., and the educational 
committee of the Qualified Life Under. 
writers. A breakfast will be held pre. | 
ceding the meeting. : 

* * x 


Dr. Huebner had a busy two days in 
Boston this week. On Tuesday morn- 
ing he was a guest and speaker at the 
breakfast of the Boston General Agents 
& Managers Association at which he 
spoke on the importance of the C. L, U 
movement. At noon on Wednesday the 
Boston C. L. U. gave a luncheon which 
was attended by life men generally, at 
which Dr. Huebner spoke on the value 
of professional training for life insur 
ance salesmen. Wednesday afternoon 
and evening Dr. Huebner and the C€" 
L. U. members were entertained at the’ 
summer home in Duxbury of Miss” 
Corinne V. Loomis, women’s depart 
ment manager of the Paul F. Clark” 
agency of the John Hancock Mutual. 

* * * 


Dr. Huebner will speak at a break- 
fast meeting for L. U. members in 
Cleveland Aug. 2 and at a luncheon 
meeting open to all agents, superintend- 
ents and supervisors. During the bal 
ance of the afternoon, Dr. Huebner will” 
be open to personal appointments. 











still carry some insurance would then) 
lose all protection. The only benef-™ 
ciaries would be the insurance com 
panies, since the moneys that are now) 
being made available for relief clients 
would under this act remain in the sur- 
plus of the companies, and_ protection | 
to relief families would be entirely lost.” 


Williams vs Pickett 


JACKSON, MISS., July 25.—With 
the legal date for filing announcements | 
passed, the race for the Mississippi in- 
surance commissionership to be dca 
in the Democratic primary of Aug. 6 
has narrowed down to John Sharp Wik 
liams III, of Yazoo City and M. &7 
Pickett, of Hattiesburg. Both are local 
agents. Mr. Williams was a member of 
the first insurance commission, created] 
by law in 1923, but was not reappointed. 
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